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No. 300 
KEY-IN-KNOB 


Priced to soll / 


Here is a feature-packed sales leader of the 


Dexter Line. Top quality, backed by the 


famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a 
Dexter factory representative to call on you. 


INSTALLATION — 15/16” IS LARGEST HOLE. 


KNOBS REINFORCED WITH STEEL. LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Marsfadarns of Cemersai Oripiral Tedalee Locks 


in Canede: Dexter Lock Canede itd., Guelph, Onterie 
tn Mexico: Dexter Locks, —— S.A. de GV. 
Monterrey, Nueve Leen 











SPECIAL OFFER ON 
WONDERFUL ITEM FOR 
“Do-lt-Yourselfers” 


Good news for.... 
sharp merchandisers! 
Now—for a limited time—The 
Armstrong Company and its dis- 
tributors make you this Special 
Get-acquainted Offer . . . 


You will receive FREE six reg- 
ular 6-oz. tubes of Kwik-Seal 
with every 24 tubes you order. 


You make (see coupon below} 
$11.94 on every $11.76 invested 
—over 50% profit on retail price. 


OTHER BRANDS 


ARMSTRONG KWIK-SEAL 


Buitpinc Propucts MERCHANDISER 


Kwik-Seal cog © you in at- 
tractive display Qijtons—é6 tubes 
to a package. You also get a FREE 
advertising hanger in 3 colors with 
each ‘‘Special’’ ordered. 


Purchase as many Kwik-Seal 
“Specials"’ as you want—one or a 
dozen. But act now—before FREE 
tubes allotted to your territory are 
exhausted. 


Use handy coupon, see your job- 
ber, or write us. 


G COMPANY 


N 
THE ARMSTRO cago 28. ! 


oot &. 103 Ste 
rough nearest 
me 


pistributor, F 
“Specials” as i" 


Kwik-Seol “Special 


aArmstvong 
Kwik-Seol 


FOR BASEBOARDS 


... and for practically any other 
home patching or filling—adheres 
to any surface—easy to apply as 
toothpaste—hardens quickly with 
smooth satin-white finish. 


coun vast $93.10 
your cost ON *| \ a 6 


24 TUBES @ ax 
\ Mh 


YOUR * 
PROFIT 


PER unit 
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NO WONDER SALES ARE 9° 


AT THESE S2ahy. FEATURES... 


Each feature is a sales booster . . . easy to sell. . . easy to tell! Each 
feature has been developed and perfected through research by B. F. 
Goodrich — the originators of flexible vinyl plastics. ‘Talk them up — 
and watch your sales go up! 
The Names— Now in 80-gage— 
B. F. Goodrich and Koroseal are customer- a special thickness for home installation. 
accepted as assurance of dependability Here’s a ready and growing market. 
and quality. 
Defies Destruction— 
Super-resistant to oils, fats, greases, even 
cleaning fluids and alkalies. 


Never Needs Waxing— 
The buffing action of walking feet improves 
its appearance. It stays bright with just an 


occasional washing. a 


Anti-Slip Surface— It’s the same material from top to bottom 
Safe to walk on, always. — no coating, no lamination. 


Send today for color chart and detailed information. Write 
Dept. LA, B. F. Goodrich Co., Flooring Division, Watertown 72, Mass. 


You cen dpondon BFGoodrich FLOORING PRODucr. 


RUBBER TILE + ASPHALT TILE - VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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THE AGROPELTER 


(Anthrocephalus craniofractens) 


Resenting the intrusion of the logger, the 

vengeful agropelter deals misery to the 

lumberjack from Maine to Oregon. III fares 

the man who attempts to pass a hollow tree 

in which one of these creatures has taken 

up its temporary abode. The unfortunate 

is usually found smashed or pinned by a 

dead branch and reported as having been 

killed by a falling limb. So unerring is the 

aim of the agropelter that only one man 

has survived to describe the beast. This is 

Big Ole Kittelson, who, while cruising tim- 

ber, was knocked down by a partly rotten 

limb thrown by an agropelter. This limb 

was so punky that it shattered on Ole’s 

head, and he had time to observe the 

rascally beast before it bounded from the 

tree and off through the woods. WATCH FOR THEM! 

According to Ole, the animal has a slender, Re-live the tongue-in-cheek stories that 
wiry body, the villainous face of an ape, have made the American lumber in- 
and arms like muscular whiplashes, with 
which it snaps off dead branches and hurls 
them through the air at lightning speed. 
It is supposed to feed upon hoot ge you back through the years for visits 
woodpeckers, the scarcity of which will with some old, old friends. Look for 
always prevent the agropelter from becom- the name “KINZUA”! 

ing numerous in any locality. 


dustry world famous! In succeeding 


issues, the Kinzua scrapbook will take 


-KINZUA 
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WASHINGTON REPORT 





Sen. Thye Introduces Bill for Permanent Small Business Agency 


Some members of Congress are 
said to have suffered from ants in 
the pants when a prominent Re- 
publican Senator, Thye, of Minne- 
sota, introduced what is alleged to 
be the Eisenhower Administra- 
tion’s substitute for the Recon- 
struction Finance Corporation. 
This new arrangement carries the 
tentative title, “Small Business 
Administration”; and it is said to 
have been fixed up by artificers 
from the White House, the Treas- 
ury and the Department of Com- 
merce. 

If Congress buys the SBA, the 
new agency would have authority 
to loan money to small companies 
But that’s just the starter; for it 
would function in other ways as a 
Washington uncle to these not so 
large companies and corporations. 
For example, it would have a lot 
of legal authority in dealing with 
other agencies of the Federal rov- 
ernment. In fact all departments 
would be instructed by law to con- 
sult and co-operate with the SBA 
before setting up any policy that 
would in any way affect small 
business: this for the nurnose of 
seeing that the interests of small 
enterprises are recognized, pro- 
tected and preserved. 

This bill. if enacted, would end 
the Small Defense Plants Admiri- 
istration. The RFC, for practical 
purposes is already throuvh; so 
far as future new business is con- 
cerned. In a general way the SRA 
would take over the functions of 
both. 


Not temporary 


The new agency wouldn’t be 
temporary, as the RFC and the 
SDPA were supposed to be. It’s to 
represent a permanent policy o° 
assistance and protection for small 
business firms. It would be author- 
ized to make loans for about any 
business purposes; for plant con- 
struction, for working capital, for 
the buying of land, equipment and 
materials. 

A couple of restrictions: A com- 
pany couldn’t borrow from SBA 
unless loan funds were not avail- 
ible elsewhere on reasonable 
terms; and the loans must be of 
sound value or well enough se- 
cured as reasonably to assure re- 
payment. Regulations governing 
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loans and the participation of the 
agency with private lenders in the 
making of these loans would be 
much the same as those formerly 
applied to the RFC. 


Technical aid 


In addition to loans the agency 
would provide technical aid to its 
clients; advising them on manage- 
ment practices, cost accounting en- 
gineering, business insurance and 
the like. The SBA would be headed 
by a single administrator. The 
loan policy board would be com- 
posed of the administrator, the 


Secretary of the Treasury and the 
Secretary of Commerce. 


As this page understands it, the 
SBA idea carries the approval of 
the Administration. If it really 
comes up for serious consideration 
at this session, Congress doubtless 
will have a few words to say. Many 
business men, trying earnestly to 
make a big one out of a little one 
could use such a Washington uncle 
But Congressmen with a passion 
for individual initiative would have 
other and less avuncular words for 
describing this new candidate for 
the Washington Bureaucratic Club 


Million home starts still predicted 


The building outlook, so this 
page is told, looks pretty good, 
though there are a few skittish 
economists who jump high and 
wide and say, “No spik English,” 
when they get tapped unexpectedly 
on the shoulder. It might be that 
recession they’ve predicted for the 
second half of ’53; just getting 
here ahead of schedule. However, 
a big majority of the soothsayers 
tell us there’ll be more than a 
million housing units started this 
year; and that’s good business in 
any builder's language. 

Nothing so new in the million- 
house-starts prediction or for that 
matter in the rest of the prophetic 
story. Sure enough, high-priced 
houses are not selling so well; and 
medium-priced houses, say around 


Tax cuts being held in reserve 


Tax cuts? There’s more here 
than meets the eye. The Adminis- 
tration doesn’t expect a business 
recession; but if the little stinker 
does stroll in unexpectedly, the 
Great White Father would like to 
have a tax cut in reserve with 
which to persuade it to go right 
out again. In other words, the 
White House thinks a tax reduc- 
tion is a good idea, after the bud- 
get gets on its feet; but, before 
that happens, a tax cut is a re- 
serve crisis weapon. Well, some 
Congressmen think there’s a crisis 


$15,000, are generally the people's 
choice. 

The government has asked for 
35,000 public housing units; much 
to the indignation of the NRLDA 


More pre-fabs 


Prefabricated offerings are 
growing more or less in popularity. 
Building costs edge up a little, with 
a good many local variations; due 
to some wage increases and to 
slightly higher prices asked for 
materials containing steel. Mort- 
gage interest rates are expected to 
increase a little. It takes more time 
and more selling sweat to market 
new houses; although many people 
really want the newer designs and 
gadgets. 


on at present; a 
constituent crisis. 

The Solons have been aske’ 
about a zillion times seems like to 
them, and especially around that 
March 15th day of anguish: 
“When you gonna let up on those 
taxes, ya big palocka?’’ Most af- 
fiictive words to a Solon’s ears! So 
this page is told that there mav 
be a token individual income tax 
reduction, say this fall. Prahohiv 
another next year; but smaller 
by the amount of the °53 reduc- 
tion. No one thinks excess-profits 
taxes will be extended. 


Congressman- 
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We Help You Sell 


Nobody knows better than we do that the 
dealer is entitled to sales helps when it comes 
to merchandising cedar shakes. And Fitite 
Shakes are backed by the finest array of eye- 
catching, space-saving displays and customer 
literature in the business. 


Sample panels, color fans, window streamers, 
color-selector books, stain color folders, conven- 
tion materials, newspaper mats—these are just 
a few of the sales stimulating materials we 
make available to Fitite Shake dealers. Get in 
on this plus value that comes automatically 
with your Fitite orders. Contact your distribu- 
tor, or write to us direct. You'll get action! 

WHOLESALERS ATTENTION: If you are interested 


in the sale and distribution of our quality line 
of pre-stained shakes, write immediately to: 


COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET * SEATTLE 99, WASHINGTON 
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NEWS BRIEFS 





Record first quarter for building . . . hitting a new high of $7 bil- 
lion dollars, the Labor and Commerce Departments reported. This was 
% above the $6.6 billion recorded in the like 1952 period. 
Private building leads the way . . . and totaled $5 billion in the first 
1953 quarter, 7% above the year-earlier figure. Private construction 
in March alone was $1.7 billion, up 9.8% from February. The increase 


was tagged by government economists as “considerably more than sea- 
sonal.” 


Predicting a million homes seems safe . . . because if the present 
rate continues about 1.2 million homes would be built in 1953. But 


there are plenty of old hands in this business who urge caution and a 
“wait and see” attitude. 


Money for building is tight . . . but it’s a fact that January mortgage 
recordings were actually 7.9% above a year ago. Money for a home does 
cost more but evidently the public is more than willing to pay higher 
interest rates. GI loans through the VA are now almost non-existant 
and where money is available, mortgages are discounted 2 to 7% and 
down payments are frequently doubled. There are persistent rumors 
that the interest rate will soon be raised to 414%. 


Money for Title I is limited . . . and dealers are urged to prcoess 
loans with all possible speed. The FHA recently was authorized in addi- 
tional $500 million for maintenance and home improvement loans but 
there’s a backlog of $200 million in loan applications. The huge volume 


of anticipated home improvement business this year will soon exhaust 
this authorization. 


Home expansion in the spotlight .. . because we are entering a period 
when there’s more families with three, four and even five children. Look 
at these facts in preparing merchandising planning. Between 1940 and 
1950, birth rate increases showed a rise of 77% for third, 50% for fourth 
and 27% for a fifth child. This huge population increase is running 
squarely into the post war trend for smaller homes. In 1937, for example, 
the average home had 1512 square feet of floor area today it’s just 1135 
square feet. : 


They could buy larger homes .. . and probably some families will do 
just that but the largest percentage will create more living space by alter- 
ations and expansion of their present homes. Many home owners wiil 
do their own work because they just can’t afford to have professionals 
expand their homes. The “do it yourself’ trend seems to take on new 
importance for dealers with each passing month. 


“Trade Secrets” house popular . . . and more than one million have 
seen this house designed by the National Association of Home Builders 
and featured on the cover of “Life’’ magazine. The house is going up 
in 135 cities in some 37 states. The home was recently hailed by Albert 
M. Cole, new administrator of the Housing and Home Finance Agency, 
as “an excellent example of practical research result that leads to better 
housing buys for the public.” 


More money for construction labor . . . is being actively discussed 
in eastern parts of the country. The boosts asked by labor range from 
25 to 35 cents and many new proposed contracts included broad so-called 
welfare provisions. Many contractors feel that further wage increases 
could easily price new housing out of the market for the average home 
buyer. With wage controls entirely removed many owners of retail lumber 


yards expect they will also be approached for further labor demands 
this spring. 


Slum clearance speedup . . . may be significant this year. The HHFA 
lists 116 “well advanced” slum clearance projects in 78 localities in their 
annual report. The agency states that 105 are far enough along so 
actual operations should be started before the end of 1953. An additional 
175 localities have applied and had approved reservations or earmarkings 
of Federal grant funds. 
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L " te ot -< 
COVER PICTURE: Joseph Lumber 
Co., featured lawn and garden spec 
ialties during the official opening of 
their new- yard on Chicago’s west 
side. The giant Douglas fir log in 
the background, measuring 36 feet 
in length, duplicates a drawing used 
as a signature cut for all Joseph 
newspaper advertising. 


Prices Hiked For 
Many Building Materials 


The prices of some building ma- 
terials have been raised; others are 
to go up shortly. Boosts have been 
reported specifically for cement, 
brick, gypsum products, wall board 
and plumbing supplies. 

Cement mills in Pennsylvania's 
Lehigh Valley have told customers 
they are boosting prices 15 cents 
a barrel—about 5% —to $3.64. One 
producer, the Valley Forge, Pa., 
plant of Allentown Portland Ce- 
ment Co., is raising its price 20 
cents to $3.28 a barrel. 

The Lehigh Valley is the coun- 
try’s largest cement-milling area. 
Firms with plants there include 
Lehigh Portland Cement Co., Alpha 
Portland Cement Co., Penn-Dixie 
Cement Corp., Lone Star Cement 
Corp. and a number of smaller 
concerns. 

In Chicago, Universal Atlas Ce- 
ment Co., said it raised the price of 
its regular portland cement 6% on 
April 1. 


Plants Booked Solid 


In Cleveland, Medusa Portland 
Cement Co. also has increased its 
price 15 cents a barrel. Cleveland 
producers said plants throughout 
the U.S. are booked solid for capa- 
city output for the rest of this year. 

Cement makers also figure the 
demand, which sometimes was be- 
low supply last year, will grow in 
1953 and 1954. They feel building 
activity will be at least near the 
1952 level and highway construc- 
tion will require more and more 
cement. 

Illinois Brick Co., large Chicago 
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producer, said its prices will go up 
in May. Common brick will rise to 
$26 from $23 a thousand, a spokes- 
man said, and face brick will be 
raised at least $3 above present 
prices that range from $47 to $75. 
John Goodridge, Ilinois Brick’s 
president, said the increases would 
boost the price of a “small brick 
home” between $15 and $30. 

Hajoca Corp., Philadelphia-based 
manufacturer and wholesaler of 
plumbing and heating equipment, 
reported sink and wall cabinets 
went up 10% April 1. A spokesman 
foresaw no other material changes 
now, but noted competition has 
been keen this year and “it’s hard 
to tell what the price will be on a 
given job.” 


Gypsum Products Hiked 


Three producers of building ma- 
terials in the gypsum field an- 
nounced price increases. 

In Chicago, U. S. Gypsum Co. 
made hoosts effective April 1 for 
plaster, plaster board and wall 
board and some minor building 
products. 

National Gypsum Co., at Buffalo, 
N. Y. raised its price 3% to 7%. 
Its plaster has been increased from 
$14.50 to $15.50 a ton, and wall 
board from $31.50 to $32.50 a 
thousand feet. The new prices were 
effective March 20. 

In Ardmore, Pa., Certain-teed 
Products Corp. boosted about all 
of its gypsum products by 5% to 
7%. The increases affected gypsum 
plaster board, lath and sheathing. 
The action was attributed to higher 
production costs. The firm’s other 
building materials were unchanged. 
U. S. Gypsum’s plaster will go up 

cents a ton, an increase of about 
%. Plaster board will rise 75 cents 
a thousand square feet and ‘wall 
board will be hiked $1 a thousand 
square feet, increasing the prices 
about 3°. 
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Critical Problems Face 
West Coast Lumbermen 


Danger on three fronts—soaring 
costs, Canadian competition and “a 
sick domestic shipping industry” 
threatens the lumber industry of 
this region, President Hillman 
Lueddemann of the West Coast 
Lumbermen’s Association told its 
members attending the 42nd an- 
nual meeting at the Multnomah 
Hotel, Portland, Ore., March 25-26. 

“Competition from other mate- 
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WEST COAST LUMBERMEN elected, front row, left to right: R. M. Ingram, 


vice-president; Col. W. B. Greeley, vice-president; G. 


E. Karlen, president; 


N. B. Giustina, vice-president. Other officers include, back row, left to right. 


Harris Smith, secretary; W. A. 
executive vice president 


rials is growing sharper every year, 
and lumber manufacturers must 
watch costs closely and cut them 
where possible,” said the Portland 
executive of Pope & Talbot. “And 
they must try to match competi- 
tive promotion.” 

Lueddemann decried a “creep- 
ing paralysis that is spreading from 
an already knocked-out coastwise 
lumber trade to intercoastal ship- 
ping” and warned “there is grave 
danger of complete disappearance 
of this transportation industry.” 
Wages Highest in U.S.A. 

Turning to labor costs, he de- 
clared: “Wages in the Douglas fir 
region are the highest in the U.S. 
lumber industry and are higher 
than in any other industry making 
materials for building. 

“The average hourly earnings 
exceed those in steel and aluminum, 
two active competitiors. Moreover, 
they are about 31% higher than 
British Columbia in logging wages, 
and about 19% higher in sawmill 
wages. 

“Being able to ship in foreign 
freighters, too, Canadian producers 
have an advantage of from $5 to 
$10 per 1000 board feet over our 
western states shippers in the east 
coast market.” 

Annual election boosted G. E. 
Karlen, of the Eatonville Lumber 
Company, Tacoma, to the presiden- 
cy, succeeding Lueddemann. Other 
named were: 

Vice-president for Oregon, N. B. 
yiustina, Eugene; vice-president 
for Washington, R. M. Ingram, 
Aberdeen; treasurer, William A. 
Culkin, Vancouver, Wash.  Vice- 


Culkin, treasurer, and Hal V. 


Simpson, 


president, W. B. Greeley, Seattle; 
executive vice-president, H. V. 
Simpson, and secretary, Harris E. 
Smith, both of Portland. The lat- 
ter four were re-elected. 

New district directors, D. A. 
Kurtz, Aloha, Wash.; J. D. Wir- 
rick, Dee; Harold A. Miller, Forest 
Grove; M. L. Hallmark, Roseburg; 
E. W. Pease and A. A Lausman, 
both of Medford. 


Home Builders Worried 


In an address David D. Bohan- 
non, San Mateo, Cal., past presi- 
dent of the National Association of 
Home Builders, warned “danger 
signs and red lights are flashing 
and home builders are worried for 
fear the new team in Washington 
may be slow to overhaul the mort- 
gage regulations.” 











Discount Problem? 

Almost every dealer is plagued with 
a discount problem of some kind. One 
Washington state dealer has solved this 
problem to his satisfaction. Read 
“Here’s One Answer to the Discount 
Problem.” It’s coming in the May 4th 
issue of American Lumberman. 
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FOR 

SINK-TOPS 

AND WALLS 

Secured with Moldings 
Installed with Hand-Tools 


You can SELL IT with confidence 
Your customers can INSTALL IT with confidence 


At last! A quality plastic surface that builders and 
home-owners can install! 

Do-It-Yourself Panelyte is its nmame—made extra 
thick—a full 1/10”. Here are four good, solid reasons 
why this high-pressure laminate ts so easy to install... 

}, HUGS THE SURFACE. Thanks to an engineered 
curve—no pressure, no clamps, no sandbags, no 
bracing. Can be used with or without adhesives. 

ECONOMICAL. Goes over any reasonably smooth 

surface, including an old one. Extra thickness 

means you can use less perfect base material. 

TOUGH, DURABLE! High-pressure laminated plas- 

tic throughout! Chance of breaking during han- 

dling and cutting reduced to a minimum. 

_LARGE SHEET SIZES. Do-It-YourseELF PANELYT! 

comes in sizes up to 4’x 10’ for fewer joints and 


more one-piece surfaces 
resutT!Only a few simple hand-tools are needed to 


install Do-It-Yourself Panelyte. Only a few simple in 
structions need be followed. 


DO-IT-YOURSELF - 


PANELYTE 


HIGH-PRESSURE LAMINATE 


You can have complete confidence in Do-It-Yourself 
Panelyte’s ease of installation—and you can have com 
plete confidence in its Quatitry. Smooth, beautiful 
and durable, this plastic surface lasts a lifetime. It re 
sists stains, cigarette-burns, abrasions—it will not peel 
And it’s the easiest surface imaginable to keep clean 

Do-It-Yourself Panelyte is a new form of Panelyt« 
In original 1/16” thickness, Panelyte has proved itself 
for years—in homes, stores, restaurants, hotels, insti 
tutions and other shop-fabricated applications. 

You can have complete confidence, too, in the manu 
facture of Do-It-Yourself Panelyte. Both thicknesses 
of Panelyte are made by Sr. Recis PAPER Co.— famous 
for paper and plastic products of highest quality. 


You'll Sell Many Additional Items 


Sell Do-It-Yourself Panelyte over the counter and 
watch companion items move, You'll sell molding 
and sink-frames—probably plywood, tools and cabinets 

For samples and stock, contact your nearest distribu 


tor. For complete information, send coupon now 


visi PANELYTE'’ 
Panelyte Division BD ae 
ST. REGIS PAPER CO. Beauty rineT — Fe 4487 


230 Purk Ave., New York 17, N. Y. GU” 


Please send me information about Panelyte and 
how | can make some money selling it. 


Name 
Firm Name 


Address 


ATTENTION, WHOLESALERS! Some choice Panelyte territories still open. If 
you want more information about the profitable Panelyte line, contact us today 


City 
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NLMA Annual 
Spring Meeting 


The Nationa! Lumber Manufac- 
turers Association will hold the 
1953 spring meeting of its board of 
directors May 25-26 at the Battery 
Park Hotel in Asheville, N. C. 

The meeting will be preceded by 
a seven-day tour of sawmills, lum- 
ber camps, paper plants, other in- 
dustrial facilities and landmarks in 
Tennessee, Alabama and North 
Carolina. 

The two-day meeting of Nation- 
al’s 54-man board of directors will 
be presided over by John B. Veach, 
board chairman of the association 
and president of the Hardwood Cor- 
poration of America, Asheville, 
N.C. 

The seven-day tour of Southern 
industries and landmarks will be- 
gin May 18 and extend through 
May 24. Included in the schedule 
are visits to the following forest 
industry plants: 

The Anderson-Tully Lumber Co., 
the E. L. Bruce Co. and Nickey 
Brothers, all in Memphis; the 
Scotch Lumber Co., Fulton, Ala; 
Mobile River Saw Mill Co., Mt. Ver- 
non, Ala.; the Hollingsworth-Whit- 
ney Paper Co. and the Hallett Man- 
ufacturing Co., both in Mobile; the 
T. R. Miller Mill Co., Brewton, Ala.; 
the W. T. Smith Lumber Co., Chap- 
man, Ala.; and Veach-May-Wilson, 
Inc., Alcoa, Tenn. 


Wood Major Topic 
For AIA Convention 


Wood as a structural material 
will be the principal subject of 
study and discussion at the 85th 
annual convention of the American 
Institute of Architects which meets 
June 15-19 in Seattle, Wash. The 
choice of forest products as a gen- 
eral program subject was _ influ- 
enced by this year’s convention 
meeting place: the Pacific North- 
west, undisputed stronghold of 
America’s lumbering industry. 

In three seminars, noted repre- 
sentatives of the lumber research 
institutes, logging companies, for- 
estry societies, plywood and timber 
industries and lumbermen’s asso- 
ciations will speak on their respec- 
tive specialties as they relate to 
architecture. Each seminar will 
deal with a different aspect of 
wood—-wood as a natural resource, 
wood processing and _ structural 
uses, 
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from readers. 


our forthcoming issues. 


dealers are making 8% 


statements for analysis. 





ARTHUR A. HOOD, editor, American Lumberman, has 
personally reviewed every financial statement received 


American Lumberman Analyzes 
Your 1952 Operating Statement 


Scores of dealers have taken advantage of our offer 
in the January 26th issue to analyze their 1952 oper- 
ating results. Each statement is being handled indi- 
vidually. We ask our readers to be patient until their 
individual profit-and-loss statement has been analyzed. 

The composite picture will be summarized in one of 


Preliminary figures show that about 18% of the 
net profit on sales before 
income taxes; 16% are in trouble (making little or no 
profit or a net loss); the other 66% are averaging 
around 4% net profit on sales before taxes. 
Interested dealers who have not taken advantage 
of this offer may still send us their 1952 year-end 








Housing Starts 
77,000 In February 


An upturn in housing starts be- 
gan in February when 77,000 new 
permanent nonfarm dwelling units 
were started, according to prelim- 
inary estimates of the U.S. Labor 
Department's Bureau of Labor Sta- 
tistics. 

The estimate represents an in- 
crease of 6,000 units, or 8%, over 
January and almost equals the Feb- 
ruary 1952 figure, despite severe 
storms in the latter half of the 
month in some sections of the coun- 
try. The 148,000 total for January 
and February 1953 was about 5,400 
units above 1952. 

Preliminary reports show that 
the February 1953 increase was 
mostly in the north and west, with 
a somewhat lower rate in the south- 
ern regions which had previously 
reported gains for January. A 


fairly substantial rise during Feb- 
ruary in residential building per- 
mits issued suggests continued 
gains in housing starts for March. 


Consumers Ready 
For “Major” Purchases 


Consumers generally feel they 
are in a better position now to make 
“major purchases”—autos, heuses, 
furniture, refrigerators, washing- 
machines, TV sets—than they were 
at this time last year, the Federal 
Reserve Board reported. 

In preliminary findings from its 
eighth annual “Survey of Consumer 
Finanees,’”’ the board noted that 
consumers have a “confident atti- 
tude about their finances.” 

Intentions to buy refrigerators 
were “little changed” from last year 
while plans to purchase new and 
used homes were reported “slight- 
ly more numerous” than a year ago. 
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Marlite’s best 
for non-residential 


interiors, too! 


Bui_pInc Propuctrs MERCHANDISER 


Check into the non-residential market right in your own 
community. You'll find dozens of good building and 
remodeling projects— many of which will result in large 


and very profitable Marlite orders. 


Hotels, theaters, stores and shops, restaurants, office buildings, 
hospitals, groceries and super markets, churches, banks, 

bars, garages and hundreds more offer unlimited possibilities 
for Marlite prefinished wall and ceiling panels. 


Advertise Marlite . . . display Marlite . . . sell Marlite 
features; beauty, economy, low-maintenance, permanence, 
easy installation, wide range of colors and patterns. 


Nationally-advertised Marlite is a year ‘round profit-maker! 


MarsH WALL Propucts, INc., Dept. $41. Dover Ohio. 


Subsidiary of Masonite Corporation. 


Marlite 


PREFINISHED 
WALL-AND CEILING PANELS 





TwsaT KNOW-HOW 


STARTS RIGHT IN THE WOODS... 





Contract fallers, called gypos, use modern power-saws and The cat-skinner skids the huge logs down to the log landing. 
lots of experience to fell these western giants with minimum The tremendous power required, the heavy loads and steep 
damage to surrounding young trees. country make delicate handling and good timing essential. 


Hand signals from the top loader instruct the rest of the land- Heavy loads need heavy equipment, which in turn needs skill- 
ing crew how he wants the truck loaded for maximum foot- ed drivers for rough logging roads, and experienced mech- 
age with best balance and greatest safety. anics to keep the trucks at peak performance. 


The woods crews of TW&J’s member mills work as a team to bring 
you the finest of Ponderosa Pine, Sugar Pine, Incense Cedar, White Fir 
and Douglas Fir. TW&J know-how starts right in the woods. 


1 Montgomery Street \ P.O. Box 1731 
SAN FRANCISCO 4, CALIF. 3 -} STOCKTON, CALIF. 
DOuglas 2-2060 + Teletype SF 531 ay Stockton 4-836] + Teletype SK 2 
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Now!... You Can Sell Carpenters and Contractors! 


new heavy duty SKIL Saws 
priced below competition! 


SKIL Homebuilder 7 
1 @) B) ol Gols 04 


rly $79.50 


SKIL Homebuilder 8% 
4 1 @) B) ot Moka. 


ny $89.50 





NO OTHER LINE OF SAWS OFFERS 
THESE OUTSTANDING FEATURES 


: F AT SUCH A LOW PRICE! 
SKIL puts dealers into the big volume con- 


struction market with the three fastest sell- 1. Extra powerful motor. 4. Calibrated rip fence stand- 
ing sizes... SKIL Homebuilders 6", 7%" 2. Full ball and roller bearing ord equipment. 

and 8%". These new models have extra construction. 5. Exclusive safety guard lift. 
sales appeal because they have extra power 3. Built-in depth and bevel 6. Light-weight... balanced 


— plus quality features found only in models adjustments. ... for one-hand operation. 
costing far more. 


Advertised and pre-sold for you with a RY V 
powerful campaign to builders and contrac- 
tors in American Builder and Practical PORTABLE ® TOOLS 


Builder. Get set to get your share of the big 
builder market—contact your wholesaler. 














SKIL Products are made only by SKIL Corporation 
formerly SKILSAW, Inc 
$033 Elston Ave., Chicago 30, Ill. © Factory Branches in 34 Principal Cities, 
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Look! 3 sash operations from just one window! 
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HOPPER-VENT—Sash swing inward 
when Flexivent is in this position. 
Note ample ventilation, yet no 
interference with drapes. 
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AWNING-VENT—Plenty of ventila- a | CASEMENT—Flexivent becomes a 
tion in this position, excellent low cost casement window when 
protection during rains. ; -— » installed in this position. 
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IN PANEL WALLS, built up sections 
of Flexivents give a choice of 
ventilating or fixed sash. Here’s a 
popular 9-light wall. 


FLEXIVENT for stacks, ribbons, groups. 
It’s the most flexible window yet! 


Have you seen the new Andersen Flexivent Window 
Unit? It’s proving a sensation in building circles . . . the 
most versatile, most useful ventilating window you've 
ever seen! 

Choice of awning, hopper or casement operation. 
Choice of 9 sizes, including /arge openings. Use Flexi- 
vent singly. Or combine it in ribbons, groups, stacks, or 
with other windows. 

LOW IN COST! Simplicity of design and operation 
have kept the Andersen Flexivent low in cost, but you'll 
see famed Andersen quality and skill in every detail! 

HIGHLY WEATHERTIGHT-—Sash are hung on 
friction hinge-adjusters, close tightly against frame and 
weatherstrip. Optional screen and double glazing. 

WANT MORE INFORMATION? Then contact 
your Andersen distributor, or write Andersen Corpora- 
tion for detail and specification data. 


“ < ATION 


Manufactured by 


<Gndersen 


BAYPORT * MINNESOTA 


PEC IACES FOR 30 YEARS 


Yan 
Lt ee 2 r. 
ifm : > a 


9? 
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VENTILATION for Contemporary Bimipees 
walls of fixed glass is provided by 
Flexivent Window Units. 


ten acnlliese, 
—" 





F amous for light weight, nail holding, freedom from pitch, 


easy working. 


F amous for Satin-like Interior Trim and paneling of beauti- 
ful figure, revealed through the modern clear transparent 


finishes with never a sign of raised grain 


F amous for its end-matched sheathing that goes on in 1% 


less time, and insulates the entire house at no extra cost. 


Famous for bright, clean boards and dimensiont that 


carpenters like to work 


rossett supplies this famous stock in every standard and 
many special items, dried to proper moisture content, well 
manufactured, clearly grade-marked and certified for 
premium quality by Crossett’s own Trade-Mark. 

tAvailable too, in WOLMAN 


IZED* treated stock in straight 


or mixed cars 


Ready for shipment now .. and always! 


CROSSETT LUMBER £8 


COMPANY 
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TERRY Lu™MR, 


PHONE 4-27)2 


ER ¢ 


42i KOURT! 


Put Temlok advertising to 


Here's a way you can make a “billboard” for yourself out of every 
Armstrong's Temlok Sheathing job in your locality. If you buy in 
half-carload or carload quantities, Armstrong will print your firm’s 
name, street address, phone number, or other information on each 
piece of Temlok Sheathing before it leaves the factory. 

This powerful name-on-the-product advertising has boosted sales 
for lumber dealers across the country. Most prospective home buyers 
have read about Temlok Sheathing in Armstrong’s national advertis- 
ing. Many of them have seen the big yellow lettering on houses be- 
ing built with Temlok. Now, with your name—or the name of one of 
your builder customers—on the product in the same yellow lettering, 
they ll know where to buy Temlok Sheathing. 


This promotional opportunity can help to build recognition for you 
where it counts most—in your own trading area. 

Ask your Armstrong wholesaler for information about this 
new, highly effective type of advertising or write directly to 
Armstrong Cork Company, 4704 Ross Street, Lancaster, Pa. 


-- Temlok’ 
. Sheathing 


sys 


Armstrongs 
* Temlok 
Sheathing 


Armstrong's Temlok Sheathing is also available 
with your imprint in the 4’ x8 and 4’ x9’ sizes. 


Armstrong’s Building Materials 


M-67 Monowall® + Cushiontone® + Temlok”® + Hardboards * Insulating Wool 
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_— 
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For well over SQ years Northern Woods have been recognized for their high quality. The 


Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 


*+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. 
Mills: Lake Linden, Mich., White Lake, Wis. 


. . 

Goodman Lumber Company . . . Goodman, Wis. 
Mirs. Hardwoods Northern Hardwoods, Hemlock, White Pine. Basswocd, Hard- 
and Hardwood Flooring. K. D. facilities available. L.C.L. ship- wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 
ments kiln dried hardwoods from stock at Thiensville, Wis. 


*Mi . ° 

, ichigan Pole & Tie Co. 

Cadillac-Soo Lumber Co. Sault Ste. Marie, Mich. 
Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Surfacing, Resawing. etc. 


. . .  « Newberry, Mich. 
Northern Hardwood Lumber, Old Faithtul Hemlock. NORTH. 

ERN WHITE PINE, NORWAY PINE and Piling. Excellent 
Transit Millworking Facilities. 


*Abbott Fox Lumber Co. 


* : , : 
tron Mountain, Mich Rodis Plywood Corporation . Marshfield & Park Falls, Wis 
ron mountain, , Roddis Lumber & Veneer Co. of Mich. . lronwood, Mich. 
Manufacturers and Concentrators of Hardwoods. Hemlock and Roddis Lbr. & Veneer Co., Ltd... Sault Ste. Marie, Ontario, Can. 
White Pine. Planing Mills. Dry Kilns. Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple. 


Birch, Flg. Hdwd. Ven‘r'd Doors. Plywd. Mod. Dry Kiln facil. 
: , Wis. 
* +Connor Lbr. & Land Co. «Mills Laona is.) 


Sales j j 
Connorville, Mich. * Office Marshfield. Wis. 
K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles. 


* 
Ahonen Lumber Co. 
Posts. Poles —Laytite Rock Maple & Birch Fig.—Dimension stock. 


. . . . .~ Uronwood, Mich. 

Northern Hardwoods, Hemlock. White Pine, Spruce. Planin 

Mill—Modern Dry Kilns. Sales agents for the “AAA” bran 
MFMA Hardwood Flooring. 


*;Horner Flooring Co. . . « «Dollar Bay, Mich. “Copeland Lumber Co. . .. Chicago, I. 
MFMA Northern Michigan Hard Maple and Birch Flooring Mills — M - ae etent ’ 
eee oy Sales Office — CHICAGO — 1358'S. La Selle St. 


Hardwoods, White Pine and Hemlock 
Schneider Bros. Lumber Co. Marquette, Mich. 
Northern Hardwoods 


* + 8: . 
C. M. Christiansen Co. - « «+ « Phelps, Wis. 
and Hemlock, Hardwood Dimensions. An outstanding Wisconsin lumber manufacturer — Hardwood. 
Rough Hardwood Turnings. Hardwood Pallets—any size. Plan- White Pine, Hemlock and Cedar Products. 

ing Mill and Dry Kilns. 


ss Mill \ ‘ 
*+Holt Hardwood Co. =. =. jC. SC. C nto, Wis. Wm. Bonifas Lumber Co. ( yo-eMilts *412.) Sales Neenah, Wis. 
Maple. Birch. Beech, Oak Flooring. Strip. Assembled Block 
Herringbone. Parquetry types: all types Heavy Duty Flooring. 


Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 
tMember Maple Flooring Mirs. Assn. 


*Wember Northern Hemlock & Hardwood Mérs. Assn. 
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YOU BUY 
NATIONALLY 
ADVERTISED 
WEST COAST 
woobs... 


the Choice of 
America’s 
Homebuilders 


Colorful national advertising is 
consistently telling your customers the story 
of “Beautiful Homes of West Coast Woods”. 
Take advantage of the resulting 
consumer preference — stock 
West Coast Woods. 
Willamette can supply this fine lumber 
in any quantity for every building need, 
from moldings to structural timbers. 
Mixed cars if desired. 


WILLAMETTE NATIONAL LUMBER CO. 


Plants at Corvallis and Foster, Oregon 


44 iy + 4 eo VALLEY LUMBER CO. 
4 ant at Dallas, Oregon 
4 


Producers of HI-HEMLOCK'", FIR and CEDAR 
HI-HEMLOCK registered U. S$. Patent Office 


Member West Coast Lumbermen's Ass'n 
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a COMPLETE LINE of 
“) DRY WALL TOOLS 


... another GOLDBLATT First 


2-FOR-1 TOOL. for dry wall feathering. 2 flexible spring steel blades, 1 
curved, 1 flat. Blades instantly interchangeable or may be used together 
if rigidity is desired. Each blade fits in either 
knife position, as illustrated, or reverse trowel 
position beneath the handle. Hardwood 
handle, steel ferrule 
DW21 — Complete with blades Each $4.95 
Pa. DWFB — Extra Flat Blade Each 1.75 
—e (8° wide x 6” long) 


9 
DWCB — Extra Curved Blade Each 1.75 
S (8° wide x 41/2" long) 
as ss 


CORNER TAPING TOOL. 100° angle 
spring steel flex-o-blades make it pos- . 
sible to cement both sides of a corner 2 G 
at once. Tape can be smoothed to 

clean angle in one operation. Smooth, > 
comfort-grip hardwood handle. Frog : 
and tang of lightweight aluminum . ‘ 
3” x 5. Total weight of tool only Nl 
7 o2 

DwcT Each $3.95 


‘ 


CURVED BLADE TAPING TROWEL. For 
those preferring trowel style tool for 
taping work. Tool hos a spring steel 
blade with a 3/16” concave radius 
Blade is securely riveted to tough. 
lightweight aluminum mounting. Com- 
fortable handle. Blade size 10/2" x 
4". 

ow34 Each $3.95 


DRY WALL CEMENT HAWK. Specially 4 
made for wall board work. Stainless 
steel blade measures 10’ x 5’ and ¢ oe . 


has a 1” lip. Hawk weight only 18 
oz. for lightweight comfort. Comfort 
able bracket type handle. Smooth 


surface makes this tool practically »® 4 
self-cleaning. MN 


Each $2.75 


TAKE-DOWN “'T’ SQUARE. 477" leg with 18” “'T” 


‘'T’ folds down to align with leg for convenient 
carrying and storage (see illustration). 477%" leg, 
perfect for scoring 48° wall board panels. Square 
weighs only 20 oz 


DWTT Each $5.25 





oe * 





items shown above are only a few of the many Dry Wall tools and acces 
sories you'll find in the new Goldblatt Dry Wall Bulletin. Fill in coupon 
below and return today for your free copy . and Dealer Discount Sheet 
Prices shown above are suggested list. Our comprehensive 116-page 
Catalog of Tools and Equipment for the Trowel 
Trades is also yours, Free for the asking 


yy 
Joldblatl) TOOL COMPANY 


1924-B Walnut Street 





Please send me Free Goldblatt Dry Wall Bulletin 


Please send me Free 116-Page Catalog 





indows 
Here's real proof builders buy AUTO-LOK 
fp r 4 Windows because they sell homes faster! 


This huge new plant is the result of tremendous 
demand for Ludman AUTO-LOK Windows. In a few 
h WOr short years they have forged into national dominance, 
because only AUTO-LOK gives homeowners everything 
a '\ they've ever wanted in a window with none of the 


disadvantages they've put up with in the past. 


No wonder AUTO-LOK is the window women want most! 


Ne oi 
i 


D 


The “growing pains” of production schedules, which 
taxed old facilities to the limit, have been solved. 
TODAY, Ludman is in a position to continue 
unexcelled research, design and craftsmanship 
. and to provide production without equal. 
Guarantee your customers a window that saves 
installation time, costs and materials . . . and 
puts extra “buy appeal” into any home on today’s WINDOWS 
WOOD OR ALUMINUM 
market. AUTO-LOK Windows are available 
completely assembled . . . in 300 sizes . . . from 
a jobber near you. Contact him or write Tightest Closing 


us for his name TODAY! Windows Ever Made 
Seal shut like 
L ae iD * A be oypoutlion your refrigerator 


BOX 4541, DEPT. AL-4, MIAMI, FLORIDA 


iN window ENGINEERING 
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EDITORIAL 


Compensatory Pricing Solves Profit Headaches 


Service Performed Must Govern Price Markups 


No. 1 of a series 

Average net profits in the retail lumber and 
building products business have been slipping 
for the past three years. A more profitable ap- 
proach to pricing is essential for adequate profits 
This is the first of a new series of editorials 
covering an improved philosophy of pricing and 
the methods to apply it. 


One of the basic economic laws which govern 
retailing is this: industrial production inevitably 
flows through that type of retailer who organizes 
and effectively promotes the sale of the most 
complete and efficient consumer services. The 
three vital consumer considerations regarding re- 
tail service are its quality, its quantity and its 
price. 

In retailing the individual sale has four dimen- 
sions: height (number of services); width (vari- 
ety of services); length (duration of services) and 
depth (degree of responsibility). 

Sustained satisfactory profit is based on ef- 
ficient cost control, adequate sales volume and 
profitable price. Price is justified essentially by 
service. Volume is controlled by sales and adver- 
tising effort. 

The fundamental pricing problem in retailing is 
to establish a markup which will compensate for 
the service rendered without handicapping sales 
results. 

Here are 40 specific services a dealer renders 
to both contractors and consumers. Each service 
entails its own costs and justifies its own markup. 
The higher the number of services performed on 
an individual sale, the greater the markup neces- 
sary for an adequate profit. Use this convenient 
check list as a yard stick for analyzing every sale. 


Contractor Services 


Clearing a direct sale with no service except use 
of company name (and possibly credit). 

Direct carload shipments credit only no 
handling. 

(It is suggested that above types be considered 
wholesale sales and accounted for separately in 
Profit and Loss Statement) 

Delivery direct from siding—-no warehousing. 
Delivery to contractor's truck at wholesale ware- 
house where no service other than credit is in- 
volved. 

Delivery by wholesalers or manufacturer's truck 
truck direct to contractor job. 

(4 and 5 are not recommended as sound dealer 
practices. ) 

Dealer warehousing and storage of materials and 
supplies. 

Complete stock of building materials, equipment 
and supplies 
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Delivery of materials from inventory. 

Assisting contractors in financing jobs during 
construction. 

Arranging consumer sales financing for contrac- 
tor. 

Take off of material lists. 

Preparation of estimates. 

Organizing service details billing into the shop. 
Drafting, measuring, sketching, plan services. 
Consumer credit investigation. 

Counsetling on quality, quantity and timing of 
consumer service. 

Digging up prospects and sales for contractors. 
Office facilities and service. 

Yard and shop facilities and services. 

Tool sheds, job offices and job signs. 

Frequent small deliveries and job service. 

Credit for returned merchandise. 

Service calls on the jobs. 

Help with consumer collections. 

Complete material service and satisfaction. 


Consumer Services 


In addition to the above, the dealer renders 
the following extra services, each of which 
should be compensated for (when rendered) in 
the markup. 

3uilding information- sales headquarters--Home 
Planner’s Institute. 

Survey of consumer needs and counselling. 
Quantitative and qualitative classification of con- 
sumers needs. 

Plan Service. 

Preliminary estimates. 

Arrange mortgage or installment financing. 
Counter merchandise arranged for self-selection. 
Advice on contractors and/or architects. 
Prepare detailed specifications. 

Organize final contract, cover permits and legal 
angles. 

Arrange sub-contracts and sub-material supply. 
Assume responsibility for material quantities and 
qualities. 

Accept responsibilty for workmanship. 

Collect and distribute proceeds. 

Service after the sale. 


Extent of service will govern degree of price 
control and degree of price control should govern 
the gross profit percentage for services rendered. 

Realistic and compensatory pricing will en- 
able a dealer to protect his contractor volume 
from competitive raids while securing that addi- 
tional consumer sales volume which will mean 
adequate net profit. He will also be in an excel- 
lent position to offer real bargains occasionally 
and attract new customers. 
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COMPLETE FENCING DEPARTMENT at Hechinger’s, HOME SHOW makes an attractive setting for picket 
Washington, D. C. ineludes a_price-marked exhibit 
Among the items shown here are chain link, steel 
posts. gothie picket, post cap, screw hook, strap hinge, 
wire stretcher, poultry netting, fir fence posts. red cedar 
posts, tension bands, two-way clamp and screen hook 


fencing, lawn and garden supplies. This big show was 
staged last month at Wolf’s in York, Penna. 










Fencing Can Be a Top Profit Builder 


Beauty — privacy — protection offer good selling points. Packaged 
installation price or ‘materials only” will help clinch the sale. 




















Fencing is one market that more which can be sold on a package- 
and more dealers find they can pro- price basis a fixed price for a 
mote profitably. The increasing in- fence of certain design and dimen- 
terest in this market on the part sion installed or a lower price for 
of dealers is seen in special store materials only. With half-holidays, 
and outdoor displays of fencing; vacations and long summer even- 
also increased display advertising ings ahead, many homeowners will FENCES 
featuring fencing. (See these pages want to erect their own fence. 


8-Ft. Section, 4 Ft. High 


Consists of 4-in. x 7-ft. cedar post, 


for good examples. ) 


' 7 A number of profitable accessor- 
Fencing kas almost unlimited 




















ies can be sold with fencing—post top —~* pw 4 — ot = 
sales scihilities The ‘ t is : : ‘ —4-ft. clear cedar gothic- 
sales possibilities. The market is hole diggers, earth augers, paint, Shaped pickets and sul- @ ps 9 
excellent in the rural and suburban stain and nails. Some dealers offer ficient nails for entire $B.8 
nomads x ‘ ae x : ‘ within gh : EL <n spaces sueunve 
areas and an increasing number of the loan of a post hole digger in aaOR RN na 
‘itv > mers ff ¢ Nneine . ° t tagger — 
city homeowners find that fencing exchange for a nominal deposit. — Seo Deposit 
wood or metal—-adds to the at Kmasionn Lamberman'’s ADecty 
tractiveness of their dwelling. ay aay Ores ey : 
pai - » a vn Ba h = - ice in this issue (pages 26-27) fea- FENCE PICKETS 
ners o expensive es A . y . 
Peg “ve tures fencing. Various types and hic shaped 
humble cottages are both potential : Clear red cedar, gothic shaped. 
., -taeeaall “ Po designs of fencing are shown in ad- 3 inches wide. 
customers. The wide variety of dition to suggestions for prepara 
styles and types of fencing makes , : : a 42 inch, each ....16¢ 


tion of copy. Fences for privacy, 
beauty and protection are all 48 inch, each.... 18¢ 
strong selling points. See how you 


nearly every homeowner a possible 
customer. Rustic, picket, timbered 
fence, ornamental wire fence and ; : ‘ 
solid board fences are just a few can combine these selling points PACKAGED SECTIONS or indi 
of the styles that offer promotional with compelling illustrations by vidual pickets are eSered ay tae 

ae ; t to the eneené we followi Banner Lumber Co.. Milwaukee 
possibilities. — o the second page following This firm also offers a post-hole 
Fencing is one more good item this one. digger free of charge. 
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Fence Booklet Available 


























An attractively-illustrated 16- 
page booklet entitled ‘“Let’s Build 
a Wood Fence” is available for 
consumer distribution. This booklet 
illustrates a wide variety of wood 
fences; shows what types are best 
for various locations; gives cus- 


——— 


tomary dimensions and spacings 
for picket and stretcher fences. To 
secure the source of this booklet, 
write American Lumberman, 139 
North Clark Street, Chicago 2, Tl 


re Ct 





Hechinger's 
for all types of 


Ms WINDOW DISPLAY OF FENCING makes an attractive exhibit at Hill- 
encing Behan’s store on Chicago’s northwest side. Service offered here includes 


installation, 


ah fe, 








mee 3 





























































































































WESTERN 
FIR FENCE 
PICKETS— 
i 3 SIZES IN FINE 
13e Eo GALVANIZED CHAIN LINK FENCE 
42 tnen — herd type Prggeh ’ , ‘ ORNAMENTAL WIRE 
ie = Sag home ar | s property. Sash seuh ove LAWN FENCE— 
erry Homeowner” is Trademark of Hechinger Co ae scene Guanuen tte 9007 
. Ve Eo wainecn FENCING toc FOOT he 
i Build Your Fence Now! . hs me web 
COMPLETE pA y,8 “Mea He Soon 
Y an o ¥z Iv - Single Bottom 
Special Prices! uno foe ee FD trues te 
CHAIN , a | commen — = — 3 
WEDNESDAY—THURSDAY LINK + © to ! i Beedle Yettem— 
} TE. Spe out ames te os ceum-cultinens whee FENCE 7 r ioe vs € fi a2.wEN 1 i 
i sae = ee te aco UNPAINTED Cp pee | ~~ S 
| ‘WOOD FENCE SECTIONS | FITTINGS! ih | 5 
FIR PICKETS CHAIN LINK GATES vo heh pain hem ; | pitta = s 
3 1 te 36" 35¢ Lin. Fe Ornamental —s ° tom ond P ptotateny 1 “2 (wal § | ' wen 
4 “ 2le fs ey oot ee 36036" = $8.25 16 HIGH SECTIONS —_ $3.23 Yv>-ati. | ial. 
$0" Pt Us re 36"042" $9.10 42" HIGH SECTIONS —— $55 H —s Gu: | we ba 
' FLOWER 36°548" = =§=6$9.35 40° HIGH SECTIONS see i i 7 Oe ae 
BORDER tine PLAIN TOP a  ~_ ese yi Pen ||) a 
: 36236" $7.75 $-f00T ee onaimlegs ALVANIZED METAL 
16" $7.99 100. 5 foo 9 36842" $8.15 ee - FINE CHAIN LINK GATES "5 LAWN GATES 
22” $9.88 '00 t 6 foot $12 36"248" © $8.50 ' wie 42006 arvar 42 ae © Mod 
« fh. for engine §} @-foor Ve GATES GATES GATES 
| S105 $4750 $4 7180 
SY EXTRA SPECIAL 10 LL W se te | 
g : | oa waeoe ' oro dee4] INCHES te $ 
$ Woven Fencing i NEW SHIPMENT CEDAR POSTS!!! srw 1», 
> IN 100-FOOT ROLLS 4 Yn)" Posts 14" Posts 124" Posts Herat iets pa 
t Te ' s-F001 vo, 2eeeO INCHES 4? 
> __ SINGLE Bow DOUBLE BOW 7 Vd —_ a ee “  geememes 7 
2 3" $15.50 36" $19.15 sis48 iments sor 
2 42" $17.15 42" $22.15 —3205 $. KINGSHIGHWAY 
g 48” a = Pl $25.15 —4558 EASTON AVE 
4 or cut lengths a 2¢ per foot te 0 
> diene piian. | 28 2. | OPEN venous” NIGHTS 
4 at Teaver 
FENCING IS GIVEN A BIG PLAY 
' 
i in newspaper advertising by Hech paces THRIFT : 






inger’s, Washington, D. C. The car- FENCE FITTINGS, metal lawn gates, unpainted wood fence 
con character, ‘‘Harry Homeown sections, ornamental wire lawn fence and steel fence posts form an 
er,”’ is Hechinger’s trademark. attractive ad for Thrift Hardware & Supply Co., St, Louis, Mo 








2 ») 
ButtpInGc Propucts MERCHANDISER 25 








No. 5 of a Series 


YOUR SALESMAN IN PRINT 


The preparation of effective ads is largely an appli- 
cation of the same sound rules of salesmanship and 
sales management that you practice daily. 

Your ad is your salesman in print—a super-sales- 
man calling on thousands of prospects a day. If it 
were a real-life salesman, you'd be particular about 
his appearance, and the timeliness, accuracy, and 
thoroughness of his sales message. 

Appearance:: A pleasing, orderly arrangement of 
pictures and type matter invites attention. Jumbled 
layouts, too many kinds of type, tiny hard-to-read 
type, and lack of good pictures discourage reading. 

There is no layout style that’s “best’’ for all. Some 
dealers get consistently good results from ads so 
crowded they'll hardly hold another line of type. 
Others prefer “airy” open ads and feel that this 
style more accurately reflects the high-grade char- 
acter of their stores. 

For multi-item ads, we favor simple “catalog page”’ 
arrangements—-compact, yet with enough separation 
between units to make reading easy. 

The combination of an interesting main illustra- 
tion and a “stopper” headline is a proved way to get 
the attention of the specific prospects your salesman 
in print is trying to sell. 

Sales Message: In your store, the salesman sells by 
showing the merchandise, pointing out product fea- 
tures, advantages, uses. You expect him to state 
brand names, prices, user benefits. 

Your ad has the same informative job to do in 
words and pictures. No one is better qualified than 


you to judge whether its sales message is complete 
and accurate. 


Top-quality pictures are as essential as good ccpy. 
ADservice provides them at extremely low cost. 





(Please print or type your order) 
AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


[] Send me entire ADservice mat page No. 5. 
Check or money order for $3.95 is enclosed. 


[] Send me first 12 ADservice mat pages as they 
are issued. | am enclosing $47.40. 


COMPANY 
ADDRESS 
NAME 


CITY 
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SUGGESTED LAYOUTS for fence ads, using mats 
On opposite page. Newpaper will set type. 


Every home needs a 
FENCE for beauty 
“privacy --protection 




















| Redwood or Cedar PICKETS 


oe +0" 


‘07 


ce he 








——_—_—_—_—_—_—_ 


= — "0" 


| 





—=———'0" | Hae 8 


YOUR NAME 





4-column layout. See copy 
“A” below. Use “package” 
price for pickets. For exam- 
ple: “All Material for 24 ft. 
Fence—Pickets, Cedar Posts, 
and Selected 2x4’s $0.00.” 


fasy-t0-build lowlast heace | 


CEDAR | 
PICKETS| 


<== 


wen | 
=== 19" 
Sao 107 | 


2-column layout 


Every Home Needs o FENCE | 
For Beauty -- Privacy -- Protection YOUR NAME 


ar 








Small 2-col. layout 
(Suggested headline) 


Every home needs a FENCE 
for beauty ... privacy... 

protection 
edwood or Cedar PICKETS 
ee 1" 
7 =o 6B 


=e ee OY 


(Copy “A’”’) 


Whether cottage or man- 
sion, no home is quite com- 
plete without an attractive 
fence. And it’s wise insur- 
ance for protection of chil- 
dren and shrubs against 
stray animals. Choose from 
ever-popular picket styles 

. boards . . . ornamental 
wire . . . or easy-to-bufld 
— =~ rambling stretcher type in 
—“THME_PAYMENT COPY many designs. We'll gladly 
YOUR NAM help you plan and estimate 
the materials required. 


Grovaemtel lowe bear 
a 
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ADservice Mat Page No. 5 








IMPROVE YOUR ADS—SAVE MONEY! 


Original cost of drawing and cut for mat 
at left is over $100. You get this entire 
page of mats shown here actual size, for 
only $3.95! 














MAT NO. 53 For 1-col. ad MAT NO. 54 





Fan Trellis MAT NO. 55 Rose Trellis MAT NO. 56 Ornamental Lawn Fence MAT NO. 57 Cedar Posts MAT NO. 58 












































ees VE GR VE Sete. Hh cee 




















Wood Picket Fence MAT NO. 59 


Wood and Wire Picket Fence MAT NO. 60 Stretcher: 2x4's and 4x4 posts MAT NO. 61 








NEXT ISSUE—-ADservice 
mat page No. 6 will offer 
mats of hand and power 
tools, work bench, plywood 
shorts and feature illustra- 


# zs | tion of home workshop. 
MAT NO. 62 MAT NO. 63 MAT NO. 65 
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LUMBER ARRIVES either in boxcar or truck and is unloaded 


by portable belt conveyor 


IT 1S PALLETIZED and stacked for air drying 


by special elevator-conveyor 


OR BY CATERPILLAR crane, in the case of tim- 


bers and heavy dimension. 


of the yard. 


AND IS EASILY MOVED 


with fork lifts or crane to any part 


Power Equipment Brings Seven-Times Turnover 


Cranes, hoists, conveyors and lifts maintain steady 
flow of materials in Florida yard—and keep profits at peak. 


For 25 years the Foley Lumber 
Co., Jacksonville, Fla., was like 
most lumberyards — dependent on 
manual handling. Then, in 1942, 
the firm had to make a decision. 
With the tremendous delivery de- 
mands of the army, navy and mer- 
chant marine ever increasing, the 
yard was taxed beyond its limit. 

It was then that the president, 
M. J. Foley, decided to convert to 
mechanical handling. 

The firm has had a steady growth 


28 


ever since, until now it is retailing 
from three to five million feet of 
lumber a year. 

“Our turnover is tremendous,” 
says manager J. L. Price, “and we 
want to keep it that way. When we 
have to stack our materials waiting 
for sales, our overhead goes up. 
The faster we move our materials, 
the more profits we show. If we 
can cut the costs of transferring 
them from the moment they enter 
the yard until the time they hit 


the customer—then we can main- 
tain our present turnover rate of 
six to eight times a year.” 

Materials arrive at the Foley 
yard either by truck or by rail 
(spur track). Sand, gravel and 
crushed slag are transferred to bins 
by means of a caterpillar crane. 
Other materials such as cement 
and brick are palletized or pack- 
aged and moved by fork lifts (one 
2-ton, one 4-ton). Lumber is un- 
loaded from cars or trucks and 
strapped. 

Roofing squares, nail kegs, bags 
of cement, bundles of lath are all 
palletized at a great saving in time 
and labor. Roll roofing is handled 
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LOADING OF TRUCKS for 
quick delivery may call for 
overhead hoist on mono- 
rail. 


by several conveyors. 

Delivery of these materials is 
quickly accomplished by _ eight 
trucks, plus two tractors with semi- 
trailers. 

“Our warehouses,” says Price, 
“are constructed for efficient me- 
chanical handling.”” We have one 
triangular warehouse 60x130 feet 
with a very high ceiling. Here we 
palletize gypsum wallboard, lath, 
crushed marble for roofing, and 
plaster. Our lumber sheds measure 
60x120 feet and 60x80 feet respec- 
tively.” 

Foley does considerable business 
with contractors in the Jacksonvi'le 
area. They like to buy from thx 
firm because they can depend on 
prompt delivery. Part of this 
promptness is due to the firm’s ef- 
ficient handling of orders, its abil- 
ity to determine immediately how 
much stock is on hand between de- 
livery slips and complete invoices. 

Another factor in the Foley pic- 
ture is its suppliers. They keep a 
steady flow of materials coming, 
yet do not require the yard to use 
valuable space for overstock. 

Operators of handling equipment 
in the yard are all skilled men. 
They have to be to maintain high 
efficiency, low breakage _ rates, 
prompt delivery. And since the 
firm switched to fork lifts, etc. they 
note a distinct improvement in the 
condition of }umber, wallboard and 
other materials. There are fewer 
kick-backs from customers too. 

One of the guinea-pig yards for 
steel strapping experiments during 
the war, the Foley Lumber Co. 
soon saw the need for mechanical 
handling. It is not sorry it made 
the change. 
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6 out of 10 are mechanizing . . 
how about you? 


TAKE A CLOSE LOOK at your materials handling, if you’re 
interested in adding sizeable savings to your profits. It’s the one 
big opportunity to beat the rising cost of doing business—to cut 
operating overhead. You owe it to yourself to know where and 
how your handling costs can be reduced. 


And that’s where CLARK comes in—with a complete pneu- 
matic-tired line of fork trucks, capacities from 2000 Ibs. to 15,000 
lbs.; as well as with gas-and-electric-powered models on standard 
cushion-type tires; and with powerized hand trucks and stackers, 
towing tractors and bulk-handling Tructractors. These CLARK 
trucks are built for top performance over the long haul—ideal 
for low-cost handling in the building-material and lumber- 
supply field. 


Ask your local CLARK Dealer how you can nail down 
handling costs, build better profits; save space, time and labor. 
Six out of ten dealers report plans to improve their handling 
facilities and 
methods. 

How about 
you? 


INDUSTRIAL TRUCK DIVISION « CLARK an COMPANY « BATTLE CREEK 40, MICHIGAN 


, Please send: C Movie Digest ) Safety Soves O Basic Facts 
\\ } iS 0 Material Handling hn 
/ | 


Name _ 





FIRST FIFTY YEAR 


CLa AK Firm Nome a 


Street__ 
EQUIPMENT 








City 





























Nt eri i th | 


HARDWARE 


IS PREFERRED 


Good Windows for Special Occasions 





Special holidays afford an excellent back- 
ground theme for outstanding window displays. 
Stebbins Anderson in Towson, Md., has used 
Father’s Day and Mother’s Day as the theme for 
excellent window exhibits. Gifts for Mother’s 
Day included kitchenware and light appliances. 
The Father’s Day window featured sporting 
goods. Note how, by careful arrangement, it is 
possible to show a good many items yet give 
the window a clean, uncluttered look. 

John W. Edelen, Jr. is president of this mer- 
chandising-minded organization and John H. 
Somerville is the advertising and sales promo- 
tion manager. 























NO TRACK ON 
on | at 


(Stortin 


® See our Catalog in Sweet's File 
® Visit our Display ot... 
The Architects Samples Corp., New York City 


WRITE TODAY FOR COMPLETE INFORMATION 


STERLING HARDWARE MANUFACTURING CO. 


2345 W. Nelson Street Chicago 18, lilinois 
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‘Ge o deserve and safeguard 

a reputation for high 

quality standards has been Frost's 

fixed purpose in serving our 


customers. 


The fidelity with which that purpose 
has been lived up to is confirmed 
by whole legions of our dealer 
friends. Their loyalty is measured 
in continuous patronage reaching 
back through our business life of 
more than 60 years, of which this 


dealer's testimonial is typical: 


This is the nicest car of lumber we have 
received; we would be very happy to 
have you enter our order for another car 
as near these specifications as possible, to 
be shipped when you can.” 


Shall We Quote on a Mixed Car? 





Dealers’ Check List toe ee ee ee ee) Big Mill Quality Exclusively 
YELLOW PINE: HARDWOOD FLOORING: 


All Commercial Species of Southern Hardwoods. Famous Frostbrand in Oak and Pecan 


HARDWOOD LUMBER: “WOLMANIZED” * TREATED PINE 


Finish, includingg Arkansas Soft Pine Trim; Mouldings, Flooring Dimension. Lumoer ~ Creosoted Lumber, Fence Posts, Barn Poles. 


"Reg. U. S. Pat. Off. 


“i, FROST LUMBER INDUSTRIES 


FOREST PRODUCTS DIVISION OF OLIN INDUSTRIES, INC. 











SHREVEPORT, LOUISIANA 
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WIND LOSSES of farm buidings are higher than ever this year, ac- 
cording to ag engineer L. W. Hurlbut, University of Nebraska 


dealers have taken a terrific beating from faulty grain 
he added 


structures,’ 


“THE CONVENTIONAL BARN is out 
dated,”’ says Edward G. Daniel, young 
Aurora, Neb. dealer. ‘‘We show the farm- 
er how he can use half-trusses and add 
a shed to his barn for machine storage 
It’s cheaper than building a new one. 


“Grain 


Farm Building Market Wide Open 


Nebraska farm experts, worried over rising wind losses, rat-infested grain bins, 
outdated barns and tenant-owner-manager relationship, put their problems in the dealer’s lap. 


How many Nebraska farms are not even worth re- 
modeling? About 40%. 

How many are tenant-operated? About 50%. What’s 
the big problem with improving § tenant-operated 
farms? Whether to make buildings permanent or tem- 
porary. 

What's the greatest block to faster farm improve- 
ments today? Labor. Show the farmer how you can 
save labor costs and give him additional services and 
you are well on the road to selling him. 

These and other questions were answered at the re- 
cent Farm Construction Conference at the College of 
Agriculture, Lincoln, Neb., March 26-27, by panels of 
lumber dealers, agricultural engineers, farmers and 
manufacturers’ representatives. 

The Nebraska farm picture offers a big challenge 
to the building materials dealer. Here are some of the 
things you can do: 

1. Farm houses—start with the kitchen. Show 
the wife how to remodel it, modernize it, add more 
cupboard space. 

2. Push portable buildings for the tenant operator; 
let the owner or manager take care of the permanent 
type of building or remodeling. 

3. Pre-cut rafters or prefabricate trusses for ma- 
chine sheds—-then help farmer do the work by provid- 
ing him with carpenter crews, etc. 

4. Clear out stalls, partitions, etc. from old barns 
and replace old rafters with partitions; then put down 
concrete slabs. Or install pole barns. 

5. Get help on grain bins from experts. One out of 
every eight bushels of wheat is unfit to eat because 
of rodent-infested bins. 

6. Put astop to faulty use of materials; know prod- 
uct applications—and see that the farmer does too. 
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M. 0. (JOHN) STRAND, new vice president of the 
Nebraska association, inspects model of aluminum-cov- 
ered shed between panel discussions. Phil Runion, as- 
sociation secretary, is shown at right. 


F. W. BORIN, left, recently elected president of the 
Nebraska Lumbermen’s Association, leads panel discus- 
sion on hardboard at conference. Also shown are C. M 
Schrader, Masonite Corp., Chicago; Lyle Choat, farmer: 
Wallace Thorson, farmer; and G. M. Petersen, College 
of Agriculture, Lincoln 


The conference was staged by members of the ag- 
ricultural engineering department, including E. A. 
Olson, L. W. Hurlbut and G. M. Petersen, in coopera- 
tion with the Nebraska Lumbermen’s Association. 
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Build permanent 
structures with 
Western White 
Spruce... the lum- 





ber that resists ox- 
posure, that stays 
con eereremaanere 
a 


SILOS 


Plan to use Western 





























strong, yet light, 
holds nailing and 
speeds construction 
of all farm buildings. 
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THE EASY TO 


WORK LUMBER 
FROM THE 
GOLDEN 
WEST 


Specify ... 
Western White Spruce 


It's versatile! . .. an all-purpose lumber 
that’s produced from vast stands of timber 
in Alberta. Western White Spruce is easy 
to handle, free from resin, holds paint fast 

. and grades are suitable for every use in 
all types of construction. Specify Western 
White Spruce for permanent homes, factor- 
ies, farm buildings, warehouses. Supplies 
are available for fast delivery to the United 
States. 


IDEAL FOR 
DEFENSE PROJECT 
CRATING 





[WRITE FOR FREE BOOKLET 





White Spruce. It's 


Wuile 
ALBERTA 
FOREST PRODUCTS 





McLEOD BUILDING EDMONTON, ALBERTA 
CANADA 








RATHER 


Wouldn t you 


have a 


PACKAGED UNIT? 








The Ready Hung Door 
A door and frame packaged unit 


Pal MO 2een02? 


@ Ready Hung Door units are now available to 
speed home construction and solve finish carpentry 
problems. These units serve the same purpose for 
hinged doors os the window unit does for windows 

Just what the name implies, the Ready Hung Door 
is a door and frame packaged unit having the door 
hinged, the lock installed and the frame trimmed 
both sides, ready to install in any inside wall open- 
ing. The jamb, with trim or casing attached, is made 
in two parts which slip aport for installation from 
opposite sides of the wall opening. Jambs are adjust- 
able for wall thicknesses from 4'4° to 52 

One semi-skilled man can install 24 units in 8 hours 
since nail driving only is required to install it. The 
unit, while assuring high quality workmanship, looks 
identical to conventional frames when installed 


SOLD THROUGH LUMBER DEALERS 


For further information write the mill nearest you. 
OIRMINGHAM, ALA 3; at he 

BURR AME, CALIF. Sry es. 
CHARLOTTE, © Cam ¢ 


BENVER, COLORADO; 
GRAND RAPIDS, MICH. © 
HOUSTON TERAS 
Bterars, Than 
etwrork ay 


SHOOK FALLS, S. BAR. soe 
TOROHTO, CAMABAS 


ite 
. 
Beads Coes Beer ter . vert Werte 1 Scene 
© un MOU 8 FAT 





DYKES LUMBER COMPANY, only lumber dealer exhibiting at the show, had 


a display which covered an area of 20x30 feet. 
in forms requesting Dykes consumer literature. 


More than 8,000 people filled 


50,000 See ‘‘Do it Yourself’’ Show 


In New York dealers are still 
talking about the nation’s first 
“Do-It-Yourself” show held March 
16-22 at the 7ist Regiment Ar- 
mory. And they direct most of 
their questions to Louis F. Kreyer, 
president, Dykes Lumber Company, 
the only lumber retailer to exhibit 
at the show. Kreyer tells inter- 
ested dealers: 


“This show exceeded by far our 
expectations and we _ understand 
that it was attended by approxi- 
mately 50,000 people who paid 90 
cents admission. We were im- 
pressed by the fine type of people 
attending this show, most of whom 
were home owners or hobbyists 
who came with either a problem 
or specific job in mind that they 
were planning in their home.” 

The intense interest of the pub- 
lic was noted by all lumber dealers 
attending the show. The doors 
opened at 12 noon and on many 
days a long line formed at the box 
office awaiting the starting time. 
Crowds were heavy throughout the 
day and at closing time guards fre- 
quently had difficulty in getting 
people to leave. 

Dykes’ exhibit covered an area of 
20x30 feet. A large information 
booth in the center of the exhibit 
was staffed by qualified personnel 
throughout the show. During peak 
evening hours it required 12 people 
on the floor to answer questions 


about the building products dis- 
played. More than 8,000 visitors 
filled out forms at one of the coun- 
ters for a new Dykes catalog to be 
published later this month. The 
forms will be screened for an ex- 
cellent mailing list of home owners 
in the vicinity of Dykes 14 yards 
in the New York and New Jersey 
areas. 





American Lumberman 


“DO IT YOURSELF” 
PROMOTION KIT 


Dykes Lumber Co., and more than 
500 leading retailers throughout the 
country, are now using American 
Lumberman’s sales promotion kit for 
stimulating more consumer business. 

Here for the first time is a com- 
pletely planned, step-by-step program 
that includes everything you need for 
selling the home handyman. The kit 
includes literature, posters, publicity, 
stickers and a proof sheet of news- 
paper ad mats. And there’s a manual 
included that tells all about consumer 
selling and the best way to use each 
item in the kit effectively. 

The entire kit sells for just $7.00 
and the dealers who helped us plan 
the kit tell us it’s one of the biggest 
bargains they have ever seen. Write 
American Lumberman, 139 N. Clark 
St., Chicago 2, Ill., for a folder which 
gives complete details. 
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Truck Helps Sell Kitchen 
Remodeling Jobs 


Your trucks can carry a sales message for 
you all the time. The best way to use your 
trucks for advertising purposes depends, of 
course, on the type of trucks you have and the 
type of business you do. 

The Martin Builders Center, Elizabethtown, 
Pa., has a glass-enclosed panel truck, which car- 
ries an effective sales message. The side windows 
of this truck are covered with sample pieces of 
floor tile. An enlarged picture of a completed 
kitchen remodeling job is framed in the center 
of one of the tile samples. 

Claude Becker, store manager, says that the 
tile display has led to job inquiries from by- 
standers who have watched the truck being 
loaded or unloaded. 





Uses Shed to Sell Siding 


One good job often sells another, or several 
others. 

The Pierson Lumber Co., Cincinnati, Ohio, had 
an old shed adjoining the office. J. H. Thornell, 
president, decided it should be re-sided. Work- 
men used ',"x12"x12” hardboard, exposing 10” 
to the weather. Wood lath was used for a sha- 
dow stripe, and the vertical joints were backed 
with wood shingles. 

With two coats of white paint, the old shed 
took on a completely new appearance. Mr. Thor- 
nell then ordered a two-color sign put up. The 
sign was up only a short time when concrete 
results became evident. The company sold two 
house jobs on which contractors will use hard- 
board siding. 

“I am very well pleased with the siding job 
on that old shed,” Mr. Thornell said. 
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/ 
Introductory Offer! 


1 Night Latch Kit, 102S: Retail Value 49.55 
Regularly 33.45 ..... Special Offer $26.92! 


Cash in on this special offer for extra profits. Promote 
SaF-T-Locks, the only latch with this perfect selling 
combination: ONE-HAND OPERATION and DEAD 
LocKING LaTcH Bott! Another SARGENT first! 


LOOK WHAT 
THIS MERCHANDISING KIT HAS FOR YOU: 


Special Offer: Sparkling 4-color display at No CHARGE. 
One each of five locks in the SaF-T-Lock Line mounted 
on permanent, hard-working display... Yours at half 
cost. Folders and newspaper mats... No CHARGE. 
Bunting ad catalog service. Back-up stock consists 
of 1-No. 4285, 2-No. 4289, 2-No. 4265, 3-No. 4257 
(Economy Model) and 1-No. 4235. All for only $26.92. 
What a bargain! 


And Sargent is pre-selling your customers with na- 
tional advertising. Better Homes & Gardens alone is 
selling 3,600,000 customers. 


Yes, you can hit the Jack Pot! Cash in! Order your 
SaF-T-Lock Merchandising Kit, No. 102S from your 
jobber today. Or write us, Dept. 3D. 


Sargent and Company 


New York * NEW HAVEN, CONN. « Chicago 
Builders Hardware and Fine Tools since 1864 
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This chart should provide an especially interesting study to the student of price 1931 lows and the 1951 h 
structure and history. It shows a quarter of a century of lumber and millwork prices. the depression and today 
You will find it a study in deflation and inflation; the effects of war; the influence 25 years would undoubte 
of the Korean venture; the post-Korean defense pattern and the present price plateau. stabilized market but it v 

The extremes of deflation and inflation are shown in the difference between the years of lumber and mill 
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s reasonable profits. 


Figures on operating costs over these 


lly reflect similar curves. 


work prices. 


The last 18 months indicate a 
ould take a courageous mind indeed to project the next 25 


Does anyone want to try?—AAH. 
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CUSTOMERS CROWD around desk ENTERTAINMENT included music OLDEST CUSTOMER, Robert Barf- 
waiting their turn to register on the accordion by Donald Benny- knecht, receives a door prize — a 
hoff, county recorder of deeds blanket — from Cliff Lundsten, man- 

ager of firm 


GENERAL VIEW of open house celebration last month marking 50th anni- 
versary of the Lundsten Lumber Co. operation in Delano, Minn. This pic- 
ture shows part of the crowd of 1,729 that attended the high school gym 
where show was presented. Thirty-four suppliers set up display booths and 
product movies were shown throughout the day 


Small-Town Dealer Has Big-Time Home Show 


50th anniversary party 
in high school gym nets eight 
new barn leads, five house 
jobs and plenty of good will 
for the Lundsten Lumber 
Co., Delano, Minn. 


The 50th anniversary of the 
Lundsten Lumber Co. in Delano 
(pop. 1,386), Minn. was marked 
last month by an open-house cele- 
bration attended by 1,729 guests, 
many of them long-time customers. SALES REPRESENTATIVES supplying Lundsten Lumber were in near full 


Cliff Lundsten, the manager, attendance, They are shown here enjoying a noon snack away from their 
(continued on page 60) display booths. 
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ree Displays with Warner tools 


Ideal for the big do-it-yourself market 


Handsome hardwood self-service displays help lumber yards sell tools 
to the growing do-it-yourself market—and they're now free with 
low-priced Warner No. 1012 assortment of paint and varnish scrapers 
(left) and No. 1010 assortment of putty knives and scrapers (right). 
These Warner tools are money-makers because they cost so little and 
perform so well...and dealer discount is a full 40 per cent. Crisp 
orange-and-black finish gives them eye-appeal. Ask your jobber for 
Warner 1010 and 1012 assortments, or write to the factory. 


AUCLTSy 4 WARNER MANUFACTURING CO. 
<u TOOLS 2 801 léth Ave. S.E., Dept. AL, Minneapolis 14, Minnesota 























Why you should use 


DONLEY STEEL DOORS 


for ashpits, flue cleanout 


and other small door uses. 


They are made of Corten Steel, They are full size—8x8 has an 
an alloy that is four to six times 8°x8" opening. 
as corrosion resisting as ordinary The steel is 7/64” thick. 
steel. They anchor firmly in the wall. 
They are close fitting to pre The wide frame flange supports 
vent air leakage. the brick. 
They are strong — no trouble They are long lasting. 
with breakage in shipping, ware- Three sizes 8x8, 12x8, and 
house or use. 12x12, 


THE DONLEY BROTHERS COMPANY 
13928 MILES AVENUE ° CLEVELAND 5, OHIO 
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STANLEY 
ROLLER CATCH 


Your customers will 

immediately spot the 

convenience of 

this Stanley No. 

23, Roller Catch 

(for house doors 

that don’t require 

locks). It auto- 

matically holds doors 

securely closed . . . eliminates rattl- 

ing . . operates quietly and 

smoothly with a push-pull action. 

Easy to install, too, just drill a 7%” 

hole 2344” deep in door. Comes com- 

plete with screws — one dozen in a 

box. Be sure to have this fast- 

moving item in stock. . displayed 
prominently for best results. 


THE STANLEY WORKS 
NEW BRITAIN, CONNECTICUT 


REMEMBER . . . THREE HINGES TO A DOOR 


STANLEY 


Reg. U. S. Pat. OF. 


HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL STRAPPING + STEEL 
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COMMISSION LUMBER SALESMEN listen attentively to panel of speakers 


emphasize diversified qualities of wood which make it the No. 1 


material. 


building 


Must Publicize ‘‘Merits of Wood’’ 


Commission lumber salesmen urged to aid promo- 
tion program at Chicago sessions. 


It will take the united effort of 
every phase of the lumber industry 
to create a more favorable public 
acceptance for wood. 

That was the warning sounded 
by Paul Brickman of Fuller & 
Smith & Ross, Inc., Chicago adver- 
tising agency at the 28th annual 
meeting of the National Associa- 
tion of Commission Lumber Sales- 
men in Chicago. 

As one of the speakers discuss- 
ing the “Merits of Wood’ at the all- 
day panel discussions on March 27 
at the La Salle Hotel, Brickman de- 
clared: 

“The substitutes for wood sell 
their product. Wood should speak 
up—should shout.” Brickman cited 
statistics showing that the per cap- 
ita use of lumber has declined 53°” 
since 1910; that there has been a 
decline of 40°% in the number of 
homes using wood siding between 
1940-1950 while the use for wood 
windows has been cut 22% in the 
same period. 

Urging a concentrated program 
for the promotion of wood, Brick- 
man declared: “No one association 
or manufacturer can do the job. It 
is a gigantic one and requires the 
integrated effort of the entire in- 
dustry.” 

Tom DeWeese, first vice presi- 
dent of the Southern Pine Associ- 
aticn, urged the commission sales- 
men to sell not only the natural 
qualities of wood but what the 
manufacturer has added to make 
wood a better product. 

“We must tell about the merits 
of wood that man has added,” he 
asserted. 

Shippers were given the floor to 


bring up any points they desired. 

“We all should be the watch 
dogs of credit,’’ declared Russ Fry- 
burg, Timber Lane Lumber Co., 
Eugene, Ore., who urged the com- 
mission salesmen to play that role 
when possible for the shipper. He 
emphasized the part that commis- 
sion men can play in pioneering the 
use of other grades in their locali- 
ties and pledged assistance with 
technical information. 

Information from the commission 
man that will enable the shipper to 
give better service was solicited by 
Jim Paterson, a West Coast ship- 
per. 

More hobbyists are working with 
wood than any other material, ac- 
cording to Carl A. Rasmussen, re- 
search director for the Western 
Pine Association, who pointed out 
that cnly 10% of the lumber out- 
put is required to replace deterior- 
ation while 40% of steel’s produ- 
tion is required for that purpose. 
By tke use of preservatives it may 
be that this 10° can be cut to 1%. 
The speaker quoted American For- 
est Product Industries for the 
statement that this country is now 
growing trees 98% as fast as they 
are being removed. 

The unsurpassable versatility of 
wood was stressed by J. R. Bemis, 
first vice president of the National 
Lumber Manufacturers Association 
and president of the Southern Pine 
Association. Some 135 commercial- 
ly-used species of wood are in use, 
Bemis said, pointing out that wood 
is the only renewable natural re- 
source. He also raised the question: 
“Are we intelligently telling the 

(continued on page 66) 
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Sell Sidewalls that 
really look like Stone Walls! 


FLINTKOTE 


enetian Stone 


INSULATING SIDING 


Handsome gray- colored 
mortar joints add new 
realism to light gray 
simulated stone surfaces. 


Now you can offer customers a new sidewall material 
that not only protects and insulates, but... 


In appearance, actually duplicates the most expensive 
masonry stone work! 


Sell Flintkote Venetian Stone Insulating Siding to 
beautify homes by covering up unsightly old walls... 
and make each house more liveable, more valuable. 


Recommend it, also, in combination with stucco, brick, 
clapboard, etc. Offer it, where possible, for stores and 
small commercial buildings. 


All end joints are coated with a special waterproofing 
compound . .. the same shade as the panel... to provide 
an overall, uniform sidewall appearance. 


Urge use of Flintkote Venetian Stone for post-winter 
modernization. It will go over big with home-owners. 
Better order now! 


THe FuINtTKoTE Company, Building Materials Division, 


30 Rockefeller Plaza, New York 20, N. Y. 


(ania) 
FLUENT OVE 26 06 pec yesuie csi/no more! 
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AMONG THE DEALERS 





MILWAUKEE'S OWN auditorium, scene of the 


annual Wisconsin convention. 


Roderick Heads Wisconsin 


B. H. Roderick, Brodhead, Wis- 
consin, was elected president of the 
Wisconsin Retail Lumberman’s As- 
sociation at its 63rd annual con- 
vention in Milwaukee, Feb. 17-19. 
He replaces J. N. Hamar, former 
president and Houghton, Mich., 
lumberman. Remaining in office 
were H. P. McDermott, Milwaukee, 
secretary, and W. E. Wolfe of Wau- 
kesha, treasurer. 

Headquarters of the convention, 
the Milwaukee Auditorium, saw 
over 3,500 dealers registered, with 
190 exhibitor booths on display. 
When not attending business ses- 
sions or entertainment functions, 
members and their wives traded 
shop talk or examined the newest 
in building materials at the booths. 

One of the problems uppermost 
in dealers’ minds was the farm 
market. Dealers agreed that farm- 
ers would be hesitant to buy be- 
cause they do not know what their 
income will be under the present 
administration. In general, though, 
dealers were confident of a good 
sales year. 

C. S. Walker was of the opinion 
that the rural market might fall 
off in new construction, but that 
repairs and remodeling would con- 
tinue at their present rates, with 
many farmers doing their own 
labor. 

Ear! Frechette, general manager, 
Phoenix Lumber & Supply Co., Iron 
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B. H. RODERICK, left, new Wiscon- 
sin president, receives congratula- 
tions from outgoing prexy, J. N. 
Hamar 


Mountain, Mich., predicted a good 
year for the upper peninsula area, 
pointing out the increased indus- 
trial development there, rising em- 
ployment and need for homes. 

The two-day program of speak- 
ers included Gates Ferguson, di- 
rector of advertising, Celotex 
Corp.; Vernon W. Thomson, attor- 
ney general, State of Wisconsin; 
Charles M. Hanna, nationally 
known humorist, commentator and 
labor-management consultant; G. 
F. Hoppe, sales promotion mana- 
ger, Insulite; N. H. Gist, nationally 
syndicated columnist; and Willard 
E. Goslin, George Peabody College, 
Nashville, Tenn. 


North Dakota 

O. T. Olson of New Rockford was 
elected president of the North Da- 
kota Retail Lumberman’s Associa- 
tion at the group’s annual conven- 
tion in Fargo, N.D., March 3 and 
4. Olson succeeds Henry F. Lund 
of Hillsboro, who was elected di- 
rector along with Robert Parge, 
Minot, N.D. and C. H. Roholt, May- 
ville. 

Other officers elected were Har- 
old L. Carlson, Bismarck, vice pres- 
ident; Maynard A. Finch, Fargo, 
re-elected secretary; and John F. 
Alsop, Fargo, re-elected treasurer. 

The election preceded addresses 
by Arthur Tweet, Grand Forks, 
president of the North Dakota Fed- 
eration of Business and Civic As- 
sociations, and Robert Kazmayer, 
New York business letter publisher. 

Tweet said the big problem fac- 
ing business today is the ‘“dog- 
house” into which it has been 
placed by the philosophy that prof- 
it is criminal. He called for a closer 
understanding between farmer and 
businessman, a federation of state 
trade associations and greater ef- 
forts toward selling North Dakota 
to its citizens. 


Intermountain States 


New officers elected at the tenth 
annual convention of the Inter- 
mountain Lumber Dealers Associa- 
tion in Salt Lake City, March 5, 6, 7 
are: E. D. McCaslin, owner of the 
McCaslin Lumber Co., Burley, Ida., 
president, to succeed Lincoln F. 
Hanks, of Salt Lake City; R. S. 
McLelland, of Pocatello, Ida., and 
L. A. Wright of Idaho Falls, vice- 
presidents; Elmer Pickett, of St. 
George, Utah, treasurer; Marion L. 
Coleman, of Pocatello, and A. O. 
Sheldon of Salt Lake City, directors 
for three-year terms. Mr. Hanks 
automatically becomes a director. 

Keynote speaker of the conven- 
tion was Mrs. Ivy Baker Priest, 
Treasurer of the U.S., giving a mes- 
sage that many of the functions 
of government must be returned to 
state capitols and city halls of the 
nation “in order that our people 
may play a larger role in the af- 
fairs of their government.” 

Lincoln F. Hanks, of Salt Lake 
City, association president, also 
spoke. M. L. Horsley, chairman on 
the committee of arrangements 
for the association to act as host 
to the National Lumber Dealers an- 
nual meeting, announced the ses- 
sions will be held Sept. 23 to Oct. 
3, at Sun Valley, Idaho. 
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THE LUMBER MARKET 


Lumber Industry Asks 
Amended Taft-Hartley 


Spokesmen from both the West- 
ern and Southern pine lumber in- 
dustry have recently testified be- 
fore the Senate labor committee 
and recommnded an amended Taft- 
Hartley act. 

Ed Leigh McMillan, speaking for 
the Southern Pine Industry Com- 
mittee charged that the NLRB has 
created “friction, distrust, suspi- 
cion and conflict’”’ between manage- 
ment and labor by “maladministra- 
tion” of the Taft-Hartley Act. 

McMillan also opposed proposed 
Taft-Hartley changes which would: 
(1) remove the _ loss-of-seniority 
penalty against employes who par- 
ticipate in an unauthorized or 
“wildcat” strike during the 60 days 
prior to the expiration of a work 
contract; (2) allow replaced eco- 
nomic strikers to vote in represen- 
tation elections; and (3) establish 
compulsory arbitration. 

A statement setting forth simi- 
lar views was filed with the com- 
mittee by John G. Curren, indus- 
trial relations consultant of New 
Orleans, also representing the 
Southern Pine Industry Committee. 

George J. Tichy, secretary-man- 
ager of the Timber Products Man- 
ufacturers Association, Spokane, 
Wash., representing the Western 
pine area, told the Senate Labor 
Committee that the Taft-Hartley 
Act should be amended to permit 
strikes only in plants where a ma- 
jority of workers have voted to 
strike. He charged that unions now 
have a “stranglehold on our eco- 
nomic system.” 

Tichy, who along with other lum- 
ber industry witnesses appeared at 
the request of the National Lum- 
ber Manufacturers Association, also 
urged that Congress authorize em- 
ployers to resort to “lockouts” to 
the same extent that unions may 
use strikes and picketing. 

A witness for the nation’s Doug- 
las fir producers, E. H. Card of the 
Coos Bay Lumber Co., Coos Bay, 
Ore., asked that Congress’ ban 
strikes for recognition by unions 
which are not certified as collec- 
tive bargaining agents by the 
NLRB. 

Mr. Card also recommended that 
the Taft-Hartley Act be amended 
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LUMBER INDUSTRY LEADERS who appeared before 
Committee included, left to right: John G 
ern Pine Industry committee; George J. 
Leigh McMillan, Southern Pine committee; C, L 
ducers, and E. H. Card, Douglas fir mills. 


to strip NLRB recognition and oth- 
er rights from any union which has 
failed to pay damages awarded by 
a court. In this connection, he re- 
called that the Juneau (Alaska) 
Spruce Corporation was awarded 
$750,000 in damages against Harry 
Bridges’ longshoremen’s union but 
has been unable to collect a cent 
after four years of litigation. 


Seattle Market 
Little Changed 


There is little change or trend 
apparent in the lumber market 
here. Good weather continues to 
favor production. Lumbermen are 
still waiting for the big Spring 
buying. Meantime there is practic- 
ally no speculative purchasing. 

Fir lumber demand is holding 
even and supplies are good. A few 
mills are accumulating inventory 
but on the whole stocks are not in- 
creasing too fast. Transits show a 
little improvement due to elimina- 
tion of local rates which allows 
cars to proceed straight to destin- 
ation on the through rate. The 
government has bought a large 
supply of 1x4 common for dunnage 
and supplies of this item are low 
at some milis. 

The shingle mills are somewhat 
curtailed. No. 1 has perked up a 
little but is not plentiful. Both 16” 
and 18” shingles are moving to 
staining plants. Mixed car orders 
of shingles and siding have been 
fairly good the past two months 

Cedar siding is steady but or- 
ders are not coming in as good as 


the Senate Labor 
Curren, spokesman for the South- 
Tichy, Western Pine producers; Ed 
Irving, Western Pine pro- 


during the winter months. Re- 
placement business will have to be 
greater if mills are to hold to the 
volume of Winter. Most mills have 
satisfactory order files. The Middle 
West is expected shortly to come 
in strong. 

No. 2 common Ponderosa Pine 
is strong with other items steady 
There is no change in Englemann 
spruce. Air dried stocks are ex- 
pected to be available by May 15th. 


Market Improved 
In Tacoma Area 


The lumber business generally 
in the Tacoma region is showing 
signs of improvement. Much of 
this is seasonal. Milder weather is 
aiding log and lumber production 
and building and general construc- 
tion likewise are feeling the im- 
petus with a resultant lift to lum- 
ber buying. One result has been 
a general pickup in lumber ship- 
ments, particularly in waterborne 
cargoes. 

From nearby Willapa Harbor 
comes announcement of a sharp 
increase in lumber and log ship- 
ments to the Orient, particularly 
Japan, as well as gain in water- 
borne lumber movement to the At- 
lantic coast. Scheduled to arrive 
on Willapa Harbor are the Knutsen 
freighter Elizabeth Bakke, the 
American Mail freighters China 
Mail and Washington Mail, the 
Vigan of the PacificOrient Em- 
press line and Mitsui’s Ume Maru, 
all of which will load heavy car- 
goes of logs and lumber. In addi- 
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tion, the Hoosier State and the 
Portland Trader are loading lum- 
ber for the Atlantic coast. 

From Tacoma, recent water- 
borne shipments have _ included 
250,000 feet of timbers for Cen- 
tral and South America on board 
the Mormacrey of the Moore- 
McCormack line; 3,000,000 feet o° 
lumber for the East Coast on 
board the P&T Adventurer; 500,- 
000 feet of hemlock timbers on the 
Blue Star line’s Oregon Star for 
England and the John Weyer- 
haeuser’s 2,000,000 feet of lumber 
for the East coast. The Java- 
Pacific line’s Billiton discharged 
164,000 feet of Philippine mahog- 
any lumber and a quantity of ma- 
hoganv logs for the General Hard 
wood Co. 


Mixed Market 
At Kansas City 


Price declines in some _ vellow 
pine boards, steadiness in dimen- 
sion stock and decided strength in 
hardwoods featured the South- 
western lumber market in recent 
weeks. 

Mills report that box and furni- 
ture factories were in the market 
in a “big way” seeking lumber, 
and, with stocks short in supply, 
values were bid up. No. 2 gum, 
which last summer could not find 
a market at $35, is bringing $55 a 
thousand, and the latest hike was 
$5. A good demand was evidenced 
for No. 1 and Btr FAS at $120 and 
common at $95. 

A slowdown in building activity 
in the Texas area largely was 
blamed for the quiet trade experi- 
enced for boards, which were off 
around $2 a thousand on the av- 
erage in the last few weeks. Price 
lists have shown no _ noticeable 
change since the ceilings went off. 
The only increase apparent was for 
1 by 12 B & Btr boards, which are 
up $10 to $20 a thousand. 

On the west side of the Missis- 
sippi river, the 8-inch No. 1 com- 
mon kiln-dried stock was bringing 
$88 to $92; the 6-inch lumber, $86 
to $88. On the east side of the river, 
8-inch air-dried lumber was selling 
from $80 to $85. 

On dimension stock, 2 by 4’s stil! 
held around $80; 2 by 6's at $85, 
and 2 by 8’s at $87. 

Lumber men-had believed that 
the rains, short supply of air-dried 
lumber in the yards and the sub- 
stantial amount of lumber pur- 
chased by the government 110 
million feet—-would act as a prop 
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to the yellow pine market. Thus 
far the market has been slow and 
dull. 


Slack Quarter 
In Baltimore Area 


March rounded out a slack quar- 
ter of business in the Baltimore 
area. Both yards catering to in- 
dustrial uses and those who de- 
pend upon house construction have 
suffered to some extent, not all in 
each division, nor all by the same 
ratio. 

Those depending upon shipyards 
for orders have experienced a 
slower trend, although the ship- 
yards have a fairly substantial 
backlog, and have more bids on 
other good contracts for repair. 

Lack of government buying buy- 
ing, some say, has influenced the 
current market pace, although 
there, too, is an anomaly for much 
defense spending is ahead in 
which lumber men must share. 

The public, in general, however, 
is doing more shopping, which in- 
duces a wide-spread wait-and-see 
attitude. 

In Southern pine, recent shin- 
ments brought in have shown 
short leaf variety from Virginia 
mills at around $90, but it is all 
rhort length material. Longer 
lengths can be obtained from 
North and South Carolina, but 
much of the advantage is eaten up 
by higher trucking charges. 

One dealer complained of a re- 
cent arrival of some long leaf pine 
from Florida at around $195 for 
SSE & S lumber, finding it inferior 
to current unloadings of Honduran 
long leaf which is merchantable 
and better to select structural at 
$205. 

In fir, which can be obtained in 
long lengths, most recent deliveries 
here were at $98 per M, and 
spruce, in which long lengths also 
are ohtained. the Raltimnore deliv- 
ered price was around $101. 

Larger house builders now main- 
tain their own supplies. Thus, many 
vards which in former vears de- 
pended heavily on this business 
must search elsewhere for trade. 
This, of course, is not a develop- 
ment of recent months, but has 
become acute since the war. All 
the more reason to complain, since 
the housing hoom has been on now 
for seven years. 

There is still little to be reported 
on the hardwood section of the 
market, so few changes have been 
recorded. Competition is keen, and 


principal dealers say this is sure 
to continue. High grade lumber is 
very steady, and the price range 
remains high. 


Nationally 


Lumber shipments of 487 mills 
reporting to the National Lumber 
Trade Barometer were 1.0% above 
production for the week ending 
March 28, 1953. In the same week 
new orders of these mills were 
1.1% below production. Unfilled 
orders of the reporting mills 
amounted to 44% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 25 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 54 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
2.5% above production; new orders 
were 7.2% above production. 

Compared to the average corres- 
ponding week in 1935-1939, pro- 
duction of reporting mills was 
79.2% above; shipments were 
64.8% above; new orders were 
§2.0% above. Compared to the cor- 
responding week in 1952, produc- 
tion of reporting mills was 12.6” 
above; shipments were 4.8% 
above; and new orders were 0.6% 
above. 


Western Pine 


Production of Western pine and 
associated woods by the 110 mills 
reporting to the Western Pine as- 
sociation for the week ending 
March 28, totaled 63,479.000 feet 
This compares with 55,308,00% 
feet for the same week a year ago. 
Shipments for the week ran to 67.- 
788,000 feet, 6.8% above produc- 
tion. In the same week a year ago 
shinments totaled 67,798,000 feet 
Orders for the week came to 7A - 
016,000 feet, 19.7% above produc- 
tion. 


Southern Pine 


Shipments of Southern pine by 
the 126 mills reporting to the 
Southern Pine Association for the 
week ending March 28, totaled 
20,169,000 feet, 1.6% below pro- 
duction. Orders for the week ran 
to 20,026,000 feet, 2.3% below 
production. Actual production was 
20,497,000 feet, 2.36% below the 
three year average. Orders on 
hand totaled 54,721,000 feet, a .2% 
decrease. 
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Lumber Prices at Press-Time REDWOOD 


Bevel Siding 










. . “4x 4 V.G. Clear All Heart. 90.00 

The following index is intended merely as a check on buying practices. It is x 6 V G. Clear All > poe ah 117.00 

a compilation and average of mill prices at press time and should not be con- ex 8 b G. Clear All Heart....... 138.00 

' sidered as current on the day the magazine is received. The prices should be Me eva pe need a met Bae tt +4 
useful in following market trends and as a check on purchases made approxi- 4x10 V.G. Clear All Heart... 155.00 

mately ten days before receipt of the magazine. Bold face listings denote 4x ‘ oa yee ve oeeees sees 

avira “- he 2 @ . - . . : . 4x § G. Clear 4 eart... .184.0¢ 

market price changes since the last issue—the Editors. 4x10 VG. Clear All Heart... || 207.00 

44x12 V.G. Clear All Heart....... 211.00 


DOUGLAS FIR WESTERN PINES _Note: A grade V.G. Redwood Siding 


$5.00 less for '., % and \% in above sizes 

















































































Vertical Grain Flooring Ponderosa Pine Anzac Siding 
Be Bu _C D 5/4 RW 1x10 V.G. Cl NH 40.00 
ne Cee ee 165.00 155.00 105.00 Selects and tt Ee enn I - ert SR 240.0¢ 
S2 or 48 4RW 6 4 RW 8/4 RW x12 V.G. Clear All Heart........2! 10.00 
— Grain Flooring C&Btr RL ...250.00 255.00 265.00 Note: Deduct $15.00 for A Grade. 
Kd wee eee ees 35.00 130,00 93.00 Shop, S28 No. 1 No, 2 
ixe nee 165. 00 160.00 105,00 , Deen fous 142.00 110.00 Finish 
{ Drop Siding ; a . PO 6468s ebn eee eeeKreen 142.00 110.00 ix 4 Clear Heart S4S . 165.00 
| 1x6 ( Pe it =106) 155 00 150 00 110.00 Commons, £3 ov 48 1x 6 Clear Heart S48 _. "185-00 
1x6 (Pat. #116).155.00 150.00 105.06 2&Btr. No.3 No.4 1x 8 Clear Heart S48 ...........200.00 
Ceiling ee ae ee 124.00 87.00 70.00 1x10 Clear Heart S4S ...........216.00 
\ 4x4 ee 3 125.00 123.00 80.00 1x12 RL.......124.00 87.00 68.00 1233 Clear Heart B48 ...ccccccee 225.00 
1x4 -115-125 120.00 80.00 Idaho White Pine Note: A Grade 1x4, 1x8 deduct $10, 
, Boards and Shiplap and 2 (Green) Selects S2 or 48 ‘ 1x6, 1x10 and 1x12 deduct $15. 
; 1x6 1x8 1x10 1x12 a ete6 otX6) IxX8 1x10 
y Sy eee 65.00 67.00 67.00 75,00 C&Btr. RL 270.00 271,00 271.00 278.00 
— Ss. 58.00 59.00 59.00 68:00 Tee owes 239. 00 239.00 239. 00 250.00 
DO Be stake sen 51.00 53.00 61.00 60.00 Commons, S2 or 48 No. 1 No. 2 No. 3 
No. 1 Dimension i BPRS ---157.00 146.00 118.00 
p_—- “Ee oa oe 1x12 21: 188.00 151.00 118.00 WESTERN HEMLOCK 
2x 4 7450 7450 7450 F450 74.50 Sugar Pine 
2x 6 7150 Fi50 71.50 74.00 72.00 Selects Vertical Grain Flooring 
| aes scan o. 4 vibe 7150 big o. S2 or 48 14RW 5/4RW 8/4RW B&Btr. C D 
2x10 71.7 2.3 - - ) B& . RE, 270.0 280.0 Rr 5 
2x12 71.50 60. 50 69.50 71.50 71.50 = — bs _ * tees tn 4 oreo 6 ae ee ee 150.00 140.00 100,00 
No. 2 Dimension DRL... ...235.00 245.00 245.00 Fiat Grain sheets: 
2x 4 66.50 66.50 69.50 68.50 6S.50 Shop, 82s No.1 ae N : Re 25. . 130. 00 125.00 93.00 
2x 6 65.50 65.50 68.50 66.50 66.50 —— 700 whee | nee ae +. ..155,.00 150.00 100.00 
2x 8 67.50 67.50 67.50 67.50 66.50 adapted ses 187,00 Hap 85.00 - 
) 2x10 67.50 67.50 67.50 67.50 67.50 eS secvevocve of. 125.0 85.00 Drop Siding ? . 
i] 2x12 OF7.40 67.50 67.50 67.50 67.50 1x6 (Pat #106) 150.00 145.00 106 00 
| No. 3 Dimension R/L Only 1x6 (Pat. #116) .150.00 145.00 106,00 
\ BD 0a bere e dees ene eteeel eeuws 50.00 Ceiling 
| oll eee ESE 46.00 OAK FLOORING 4x4 00 100.00 70.00 
MOU delicate as wastes ee ae Clear Pin 1x2 x15 x2 x1% eae “110. 20 105-115 99.00 
2x12 37.00 Mite .. # 17 62.00 Boards and Shiplap and 
(Add 10-15 dollars for dry lumber) Red ....185.00 160.00 177.00 162.00 2” (Dry) ; 
Sel. Plain 7 1x6 1x8 1x10 1x12 
White ..162,00 135.00 167.00 152.00 No, 1 ...4.- 80.00 82.00 82.00 82.00 
Red ....172.00 140.00 167.00 152.00 No, 2....... 77.00 77.00 77.00 77.00 
RED CEDAR SHINGLES Pry Ney. Bivsevns 64.00 66.00 66.00 66.00 
Royals Pin. W hite No. 1 Dimension 
No, 1 24° 1/2 13.25 & Red ..153.00 123.00 1235.00 120.00 12. 14 16. 18 200 
No . 24” 4/2 7.25 #2 Com. 2x 4 74.00 74.00 77.00 77.00 177.00 
No. 3 24 4/2 5.00 Pin. White 2x 6 74.00 74.00 74.00 79.00 79.00 
| Perfections & Red .. 95.00 60.00 82.00 77.00 2x 8 76.00 76.00 76.00 76.00 79,00 
| No. 1 18” 5/2% 10.25 ‘ 2x10 74.00 76.00 74.00 74.00 79.00 
No. 2 18 5/2% 4.05-4.75 #1 Com, 2x12 74.00 74.00 74.00 74.00 79.00 
No. 3 18” 5/2% 1.50-4.75 & Btr 
Shorts, : No. 2 Dimension 
“——T 16” 5/2 8.75 14° ...106.00 (75.00 97.00 97.00 2x 4 69.00 69.00 72.00 72.00 72.00 
No @ 16” 5/2 430 2x 6 69.00 69,00 69.00 74.00 74.00 
\ + tea 3 16” 5 2 3.7 5-4.00 2x 8 71.00 71.00 71.00 71.00 74.00 
abbis Yi > 2x10 69.00 71.00 69. 00 69.00 74.00 
SOUTHERN PINE 2x12 69.00 69.00 69.00 69.00 74.00 
WESTERN RED CEDAR No. 3 Dimension R/L Only 
Vertical Grain Flooring OT Ra ae ae . 55.00 
¥ Prices for red cedar siding in mixed B&Btr. Cc dD 2x EE ae es AE RT | 55.00 
cars, new bundling, 6’ to 16’ are: OOD: iavinsiceate 175.00 165.00 145.00 = SB scccccveee rere we He +4 
He-eled Siding, % Inch Flat Grain Flooring  aiehe teehee bheeey 
Clear ——— —— os ...+..160,00 150.00 110.00 
{ kh... eee 80.00 big o ans ee .--199.00 180.00 140.00 
xb errr 85.00 80.00 60.0 
x6 inch ...... 105.00 100.00 85.00 Drep Sing =—E 
xs a” aie 135.00 130.00 90.00 1x6 (Pat. #106).170.00 160.90 130.00 
Clear Bungalow Siding, % Inch 1x6 (Pat. #116).170.00 160.00 130.00 ENGLEMANN SPRUCE 
8 inch ........170.00 165.00 125.00 Boards & Shiplap 
10 inch . .. 135.00 190.00 160.00 1x6 1x8 1x10 1x12 
12 inch |.....:1195-00 190.00 150.00 No. 1 ...100.00 105.00 115.00 140.00 Boards and Shiplap 
a No 2... 75.00 77.00 17.00 80.00 (dry) 1x6 1x8 1x10 1x12 
‘ Finish B and Btr. S2 or 48, No. 3 60.00 65.00 65.00 70.00 No. 2&Btr..110.00 110.00 110.00 120.00 
W to 16 or Rough Reig POSS he : No. 3&Btr.. 81.00 86.00 86.00 86.00 
1x 8 mea ed ere 240 00 No. 1 Dimension 
ix10 |. aeerrron:  * 12 a Cee ee ae No. 1 Dimension 
1x12 earner ete tants : : : "250.00 2x 4 89.00 90.00 $2.00 102.00 102.¢0 12° 14 16 18 20 
j me ° ; ” 2x 6 85.00 85.00 86.00 96.00 96.00 2x 4 80.00 80.00 80.90 86.50 86.50 
Ceiling or Flooring, B and Btr, 9-16 2x 8 88.00 88.00 90.00 96.00 98.00 2x 6 77.50 77.50 77.50 81.50 81.50 
B&Btr. Cc dD 2x1f 98.00 99.00 99.00 107.00 110.00 2x 8 77.50 77.50 77.50 81.50 81.50 
ROS. cican Goce 120.00 100.00 90.00 2x12 104.00 104.00 104.00 115.00 120.00 2x10 77.50 77.50 77.569 84.50 84.50 
et Peas 120.00 115.00 95.00 No. 2 Dimension 2x12 80.50 80.50 80.50 84.50 84.50 
Discount on mouldings 620’ -20" odd 2x 4 2.00 83.00 85.00 95.00 95.00 
lengths, oy & , - ty No. 2 Dimension 
u 2x 6 H 09 79.00 80.00 89.00 91.00 a r 0 74.50 74.80 74.80 
Series 8,000 2x 8 78.00 79.00 80.00 89.00 91.00 sz ¢ 74.50 bg +4 tree ay +4 by +4 
Listing under 4.00—list plus 35 per 2x10 82.00 83.00 83.00 89.00 91.00 2x 6 74.50 74.50 74.50 74.5 
2x12 2x 8 74.50 74.50 74.50 74.50 74.50 
cent. 2x12 82.00 83.00 83.00 89.00 91.00 TAF * 
Listing 4.00 and over—list plus 35 No. 3 Dimension ni on! 2x10 74.50 74,50 74.50 74.50 74 50 
per cent. ox 4 BRAM ‘ oi Pa 2x12 74.50 74.50 74.50 74.50 74.50 
Clear Lattice, 5-10", 6-10 2x 6 57.90 ae as : rare (Boards graded No. 1, 2, 3, at flat 
100 Tin. Ft. 2x 8 56.00... F ‘ price; no price for straight No. 2. Mills 
ree eee pia sata ain 1.60 2x10 Sa.oo oe te E do not grade out No. 3 dimension sep- 
1/3x4 Faade ieee pean 1.76 2x12 56.00 : ere arately as in fir.) 
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MERCHANDISING CLINIC 


“Nothing Works” 


A retail lumber dealer we know 
buys every sales promotion gadget 
and gimmick he comes across, but 
complains because “none of them 
work.” Like the breakfast food of 
days gone by, “There’s a reason.” 
This is it: Failures can be traced to 
the low morale of his employes. They 
don't care whether anything works 
including themselves. When custom- 
ers or prospects show up they en- 
counter little enthusiasm to turn in- 
terest into sales. No spark. It’s a 
sort of a take-it-or-leave-it attitude 
Customers are not encouraged to buy 
and are not told why they should. So 
they go on their way. 


.. + Gadgets can bring ’em in, but 
they need help when it comes to 
making the sale. 


Arousing Interest Is Easy 


It now appears that the crying need 
in many a lumber yard is not for 
promotional gadgets and programs, 
but for greater alertness and more 
enthusiasm at final point of sale. For 
example, the better the advertisement 
and the more it pulls, the greater the 
disappointment of prospects when 
they show up at the lumber yard and 
find that nothing in particular is hap- 
pening. Here is what we mean. 

A few years ago, we read with 
great interest a full-page advertise- 
ment in a magazine about a garbage 
disposal. It appealed to us. The idea 
of scraping the leavings into a grind- 
er in the sink where they would be 
chewed up into particles fine enough 
to go down the drain seemed to make 
sense Trouble was the ad didn't 
say where the device could be ob- 
tained. So we did nothing about it. 
Didn't have time to do the fine-tooth- 
combing necessary to locate the lo- 
cal source of supply. 


Interest had been aroused 
... the first step in any sale. 


We Found Out “Where” 


A week or so after we had en- 
countered the ad in the national mag- 
azine, we came across a _ similar 
spread in our daily newspaper. Once 
more we read it. Again we were in- 
terested especially since it gave the 
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names and addresses of local distri- 
butors. That was what we wanted! 
Now we would get busy and do our 
part ... which is what we did. 


. «. We were now sold on the 
product ... the ads had done a 
good job. 


Strike One! 


The advertisement appeared in a 
morning paper. It was too early to 
call any of the local distributors be- 
fore we went to the office. We waited 
until well into the forenoon before 
phoning the first firm we had select- 
ed. We were not pleased with the 
response. 

“Yes?” was the reply, with a “so- 
what” tone in the voice. It was the 
complete lack of interest that caused 
us to taper off the inquiry as quickly 
as possible. No interest. No nothing. 
We decided to try someone else. 


... It takes a hot spark to turn 
an inquiry into a blaze of in- 
terest. 


Strike Two! 


The next man on the list said he 
hadn't seen the advertisement. How- 
ever, he admitted, somewhat begrudg- 
ingly, we thought, that he knew about 
the garbage grinder. However, it 
soon developed that his knowledge 
was so limited we promptly lost in- 
terest in his ability to help us out. 
He'd see whether they had any on 
hand. Then he switched to an even 
more negative angle. They were very 
busy. Didn't know what the thing 
would cost. Couldn’t install it right 
now, and so on, infinitum. That was 
that! 


... If at first you don’t succeed, 
try again. 


Three Times and Out! 


Still we didn’t give up, but the 
third call blasted our hopes. “How 
big is the drain pipe?” asked the 
man who answered the phone. We 
told him. “Too small!” was his reply. 
“Can't be less than 2% inches.” 

“Does that mean I can’t have a 


garbage grinder?” we asked. 


“That's about what it adds up to!” 
was his answer. “Lots of older homes 
are that way——most of them, in fact.” 

We were disappointed. No one had 
asked where we lived or had offered 
to drop by and take a look. It was 
five years before we were able to get 
what we wanted. Even then we 
bought it without benefit of any sales- 
manship. 


Final point of sale is the 
weak link in the distribution 
chain. 


No Easy Solution 


The dealer mentioned in the first 
paragraph was trying to buy solu- 
tions via clever ads, gadgets or gim- 
micks. He failed for the simple reas- 
on that there was no follow-up after 
he succeeded in getting prospects to 
come to his lumber yard. 

Actually, he started at the wrong 
end of the line. He failed to recog- 
nize the all-important fact that his 
personnel wasn’t functioning. =m- 
ployes were merely “waiting” on 
customers. 


... It will take more than “wait- 
ing” on trade to solve tomorrow’s 
competitive problems. 


The Two Halves 


If we are willing to accept the 
premise that the solution lies within 
our personnel, the problem begins to 
clear up. If employes really want to 
excel__if they are anxious to do a 
better job, that’s half the answer. 

The other half will be found in the 
restoration, in their minds, of the ap- 
preciation of the value of customers 

an appreciation that is so great 
that the determination to keep every 
old customer will become an obses- 
sion. Once this is accomplished, the 
next logical step will be to become 
equally enthusiastic in locating new 
customers. 

When these two halves are com- 
bined in the same person, the results 
will be nothing short of spectacular. 
But until that time comes, all the 
premotional gimmicks and gadgets in 
the world won’t turn the trick. 

Prospects are as plentiful as the 
money required to complete jobs that 
are needed. Today’s problem is to 
turn needs into sales with alert, en- 
thusiastic employes. 
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What's YOUR Answer? 


1. In spite of early pessimistic 
predictions, January mortgage 
recordings were up how much 
over last year? 









. A new merchandising program 

{ for cedar shakes is being of- 
fered by what advertiser? 

3. It takes a bit of Going, but what 

methods dees an Aurora, Neb., 

dealer advise to improve old 

barns? 


4. Tarter, Webster & Johnson, 
Inc., is one firm that can claim 
their lumber know-how starts 
where? 

5. Small town dealer Earl L. Wolf 
is a strong believer in home 
shows to the tune of how much 
per year? 

6. Venetian stone siding is adver- 
tised by what famous roofing 
and siding manufacturer? 

7. What Florida yard was forced 
into purchasing power equip- 
ment partly because of huge 
war contracts? 

8. A colorful promotion program 

a certain to bring in more tile 
sales for those who use it is be- 
ing advertised by what com- 
pany? 

. What Brodhead man brings 2 
vast experience to the presiden- 
cy of the Wisconsin associa- 
tion? 

10. What tool manufacturing con- 

cern offers free displays in their 
new ad? 
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Answers on Page 66 
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WHAT’S NEW 





SEND FOR THESE: 


Kees Builders Hardware, Hardware 
Specialties (Catalog 
available from a manufacturer estab- 
lished since 1874. Included in this 
illustrated literature are hangers for 
window screens and storm sash, 
screen and guards, metal building 
corners, adjustable chimney thimbles, 
hand garden tools, yard light, snow 
and utility scoop. For copy of cat- 
alog write F. D. Kees Manufacturing 
Co., Dept. AL, Beatrice, Neb. 


The ‘“Mobilwalls Brochure” de- 
scribes, with photographs and de- 
tailed drawings, flush and semi-flush 
type movable steel partitions, panel 
and industrial type partitions, Mobil- 
walls, Mobilrails and Mobilscreens, 
and wainscot for complete steel in- 
teriors. Included, too, is descriptive 
data on steel-tile acoustic ceiling. 
Detailed drawings illustrate basic 
types of each of these Mobilwall 
steel partitions and give complete 
information on how movable steel 
partitions can be used to increase 
efficiency and enhance the appear- 
ance of offices, factories, laborato- 
ries, hospitals, schools and govern- 
ment buildings. Write Virginia 
Metal Products Corporation, Dept. 
AL, 1112 First National Bank Build- 
ing, Pittsburgh, Penna. 


A rubber putty, called “Plastikon,” 
that is watertight, airtight and does 
not become brittle is recommended 
for all purpose glazing and sealing 
of wood, glass, metal and stone. For 
copy of descriptive catalog write The 
B. F. Goodrich Company, Dept. AL, 
Akron, Ohio. 


Matthiessen & Hegeler Zine Co., 
supplying among other products, roof- 
ing valleys, ridge and hip caps for the 
home, is actively promoting the ad- 
vantages of zinc as an economical 
building material. In a generally de- 
scriptive booklet, the manufacturer 
points out that zinc’s soft gray color 
enhances the beauty of a reof, will 
not rust or stain, and needs no paint, 
no maintenance. For copy of this 


booklet showing the many places 
where “Zinc Serves Home, Farm, 
Business, Best and Longest,”’ write 


Matthiessen & Hegeler Zinc Co., Dept. 
AL, LaSalle, II. 


Planning the modern home elec- 
trically: This 20-page manual gives 
easy-to-follow instruction on plan- 
ning kitchens and laundries. A rather 
unusual feature is the development 
of an “inside-out” planning tech- 
nique for these two areas. Also 
included is design information on 
home lighting developments as cove, 
cornice, valance, recess, pinhole spot 
and automatic lighting for closets. 
And, there is much useful informa- 
tion on planning an adequate wiring 
system for the home. For a free 
copy of this manual, B-5853, write 
Better Homes Bureau, AL, Westing- 
house Electric Corp., P.O. Box 237, 
Pittsburgh 30, Penna. 


Products .... Sales Aids... . Literature 


No. H-24) is 


New Edition 
A new edition of the 100 Fire- 


place Ideas issued by Price, is 
available. The original edition 
was printed for the first time about 
four years ago. This new edition 
contains some of the old illustra- 
tions but there are over 40 new 
ones and all illustrations have 
been brought up-to-date. It is an 
idea book that anyone who con- 
templates building a new home 
will want. This size is available 
at 25c. A smaller book, 412x5'% 
in size, is being printed and this 
will be sent out free. It is iden- 
tical to the large book. Write 
Price Fireplace, Heater & Tank 
Div. AL, Price National Corpora- 
tion, 28 Austin St., Buffalo 7, N.Y. 





New Dua-Laps Promotion 


For the first time in dealer his- 
tory, the American Stained Shingle 
Co. is offering a complete merchan- 
dising package and national pro- 
motion that will help dealers do 


a more effective job on selling 
Dua-Laps. The national advertis- 
ing program will begin with half- 
page color ads in the May issue 
of House Beautiful and will be 
backed by a complete merchandis- 
ing package. Interior shingle dis- 
plays, sample shingle color fans, 
House Beautiful counter cards, 
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newspaper mats, radio spots and 
full-color folder and _ self-mailers 
to back up this national advertis- 
ing will be provided to dealers. 
American Stained Shingle Co. has 
been a leading manufacturer of 
red cedar shingles for years, oper- 
ating one of the largest and most 
modern plants in the country. Al- 
ways stressing quality, the makers 
of Dua-Laps continue to improve 
their drying and finishing meth- 
ods. At present, a special drying 
process is used to give their shin- 
gles a tougher and more durable 
finish. Double coursing provides 
double insulation. Since the shin- 





























gies can be applied over most types 
of siding they are recommended 
for remodeling. Write American 
Stained Shingle Company, Dept. 
AL, Spruce and Dennison Ave., 
Columbus, Ohio. 


New Colors in R.C.A. Line 


Color experts at R.C.A. Rubber 
Company announce the addition of 
three new colors to their line of 
rubber Flexi-Flor and Wall-Flex. 
The selection of 28 colors is one 
of the most complete in the trade 
and is kept up to date with latest 
trends as approved by leading 





for lifetime beauty 


ters will like the sales appeal and easy 
k Brand Oak Flooring. Fifty, even one 
hundred years from now, Ozark Oak Flooring will be as beautiful and 
durable as the day it is laid—and it’s easily laid. 

Produced from fine quality, Missouri altitude-grown Oak stock, Ozark 
flooring is unusually strong, yet takes only minimum sanding and 


Your contractors and car 
installation qualities of 


finishing. It’s properl 


seasoned 


in Moore Cross-Circulation kilns— 


accurately milled—and precisely graded to NOFMA standards. It is a 


floorin 


that sells itself to homeowners, industry and your builders. 


It's a flooring that means extra profits for you. 





Carefully bundled for safe arrival and easy unload- 


“Fine Flooring 
Since 1927” 








© 


ing. Prompt Shipment. Place your order today! 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


o 


decorating authorities. The new 
eolors are walnut brown mottled 
in cream and coral, light grey 
mottled in coral, black and white, 
and light oak mottled in mahogany 
and cream. Like the entire line of 
marbleized colors, the new colors 
will be available in feature strips, 
borders, corners and cove base as 
well as rubber Wall-Flex and both 
shcet and tile flooring. Write The 
R.C.A. Rubber Company, Dept. AL, 
1834 E. Market St., Akron 5, 
Ohio. 


Channel Molding Bends 


Dealers and installers will be 
pleased to learn that an age-old 
problem—that of ordering special 
channel bends for each counter- 
top job—-has been solved. Walter 
E. Selck & Co., has announced 
the availability of its new Stain- 
less Steel Channel Molding Bends 
Catalog which, in addition to clear, 
concise information about “special” 
bends, contains 120 standard chan- 
nel bends for standard type in- 
stallations on counter tops, shelves, 
breakfast bars, tables, etc. Fol- 
lowing a six-month study, Selck 
has compiled a list of 120 chan- 
nel molding bends which, on a 
nationwide basis, have proved to 
be the most popular and most fre- 
quently ordered. These are now 
designated as “standard,’’ rather 
than “special.’”’ In addition, the 
catalog also contains instructions 
for ordering any special bends 
that might be required. In addi- 
tion to the bends, the catalog also 
contains comprehensive informa- 
tion on matching straight lengths, 
reverse-type cove, cap molding for 
backsplash trim, and various spe- 
cial tools for metal molding work. 
For copy write Walter E. Selck & 
Co., Dept. AL, 225 W. Hubbard St., 
Chicago 10, Il. 
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* Reg. U.S.T.M. 


ationally Advertised 
with YOU in mind! 


| Zo “New home construction and remodeling featured ! 
*Prospects are directed to dealers... 


means pre-scld prospects — more store traffic ! 


Cash in on this big campaign. Selling aids which pave 
the way to easier, profitable sales include: Interior 
Shingle Displays, Sample Color Fans, House Beau- 
titul Counter Cards, Newspaper Mats, Radio Spots, 
Full Color 6-Page Folders, Self-Mailers and Envelope 
Stuffers, ALL FREE! This campaign means more 
sales for you... use these free sales ma- 

terials to sell Dua-Laps . . . America’s 

quality shingle. 


Pre-stained Dua-Laps (available in 9 colors) are ready “4 SELL THE SHINGLE THAT SELLS 
for application. Double coursing gives double insula- FOR ME” . . . HOW ABOUT YOu? 
tion, double beauty. Lower grade undercourse offers 
extra economy. Perfect for remodeling. Can be ap- 
plied over old siding, blends with any type archi- Call your distributor now or mail coupon 


tecture. to cash in on big national promotion! 





| Yes ... Deal me in on Dua-Laps National Promotion, 

Send me more information about Dept. 12 
FREE TIE-IN MATERIAL FOR MY STORE, 

| 

| 


THE Fotis STAINED SHINGLE CO. 


Spruce & Dennison, Columbus 8, Ohio 


Store Name_ 
Title. 
| Address. apeeiisiaiainatiiciian 
City State 
The American Stained Shingle Co., Spruce & Dennison, Columbus 8, Ohio | 
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Steel Door and Window 
Display 

This portable model showing the 
Slide View Steel Door & Window 
Company’s product, is being of- 
fered to dealers as a special sales 


TWO GREAT TAPES THAT STAY 


builder. Made of steel with full- 
sized builders’ bronze hardwure, 
the demonstrator contains two 
panels which feature selling points 
of the product. The model serves 
as a colorful counter or flour dis- 
play, and with the addition of a 
handle, it can also be used as a 
portable demonstrator which the 
dealer can carry to contractors or 
architects’ offices. The size is 20” 
high and 35” long. A refundable 
deposit of 25 dollars is required 
with each demonstrator model. 
Write Slide View Steel Door & 
Window Co., Dept. AL, 521 N. La- 
Cienega Blvd., Los Angeles 48, 
Calif. 


EASY-TO-READ 


GUARANTEE CUSTOMER SATISFACTION— 
Sell the Long Steel Measuring Tapes 
with the All-Metal Lines 


Millions of ads are telling your 
customers that now they can 
buy a high quality steel measur- 
ing tape at popular prices. 
Abrasion tests prove that the 
all-metal line in the Ni-Clad 
will outwear painted tapes many 
times. Black figures and gradu- 
ations are in sharp contrast to 
the nickel background. Durable 
green vinyl cover. Choice of 
regular or folding hook ring. 


For on-the-job durability one steel 
tape leads them all—the Lufkin 
“Leader”. All-metal Chrome-Clad 
line is top quality in steel measur- 
ing tapes—won’'t 
chip, or peel... 


surface crack, 
is most rust and 
resistant. Figures and 
graduations won't wear off as they 
are bonded to the line and pro- 
tected by multiple electroplatings. 
Jet-black markings are easy-to- 
read against the 
surface. 


corrosion 


chrome-white 
maroon-colored 
vinyl cover. Choice of regular or 
folding hook ring. 


Tough 


Send for samples of free descriptive folders that we will jurnish you in 
quantity without charge. 


SELL 


234 


GFK 


TAPES 


RULES + PRECISION TOOLS 


Order Them From Your Hardware Jobber 


THE LUFKIN RULE COMPANY, SAGINAW, MICH., 132-138 Lafayette St. New York City . . . Barrie, Ontario 
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Hachmeister Kit 


These materials are all part of 
the carefully conceived 1953 Fif- 
tieth Anniversary Sales Kit, pro- 
duced as a sales aid by Hach- 
meister, Inc. Designed for easy 
use by Hako distributors and 
dealers, the kit includes ad mats, 
copy for radio commercials, ban- 
ners, full-color reprints of trade 
and consumer ads appearing in 
early 1953 (with space to add new 
ads as they appear), envelope 
stuffers, brochures, publicity re- 
leases, point of sale display pieces, 
glossy photographs, etc. The kit 
is divided into easy-to-find com- 
partments, providing the distrib- 
utor with instant information on 
every Hako product: Asphalt 
Floor Tile, Vinylflex Plastic Floor 
Tile, Poly-Krome Terrazzo Type 
Floor Tile, Parquetry Floor Tile, 
and Coronet Plastic Wall Tile. 
Write Hachmeister, Inc., Dept. 
AL, Box 357, Pittsburgh 30, Pa. 





Dri Wall Metal Korner 


For the builder who wants a 
stronger and straighter corner in 
Dri Wall construction, the Dri 
Metal Korner can do a real job. 
The exposed metal bead acts as a 
buffer, absorbing punishment with- 
out damaging the corner proper. It 
is made of 28-gauge galvanized 
steel and provides an ideal trowel- 
ing guide leaving only the mini- 
mum fill space. The metal bead 
also serves as a sanding guide on 
completion of finish coat. Tape 
bonded to both sides of the bead 
is spark perforated to insure solid, 
air-free bond. Dri Wall Metal 
Korner is easy to install. For de- 
scriptive literature write Dri Wall 
Metal Korner Company, Dept. AL, 
2211 Central Avenue N. E., Min- 
neapolis 18, Minn. 


April 20, 1953, AMERICAN LUMBERMAN & 





Gohm Butt Mortising Tool 


Doors and jambs are easily mor- 
tised with this Gohm Butt mortis- 
ing tool. And it fits any 14-inch 
electric drill. By increasing pro- 
duction, saving time and eliminat- 
ing error, the tool should be a 
valuable aid for every builder. 
Doors and jambs for a five-room 
house can now be mortised in less 
than one hour, according to the 
manufacturer. The Gohm Butt 
Marker, which is also available, 
marks the position in one opera- 
tion for all butts on door and jamb. 
Write Knight Manufacturing Co., 
Dept. AL, 914 Citizens Bank Bldg., 
Flint 3, Mich. 


——— PLANS 


HOW TO BUILD A GETTER GaRAaGtE 


i STRATED \ OM 12 OMe Cerne 
~ neon | ,_* 


SeneBication: amd Meteriul Lins Qewion 


Garage Plans and Ideas 


Twelve different and original 
garage plans are contained in a 
new 32-page book, Garage Plans 
and Ideas, just announced by 
Strand Garage Door Division of 
Detroit Steel Products Co. The 
garage designs include single, 
double, and triple garages in vari- 
ous sizes and in both brick and 
frame construction. Emphasis is 
given to garages that are pleasing 
in their proportions and appear- 
ance. Many designs provide space 
in the garage for a work bench, 
play space, or for storage. The 
book tells how to build a better, 
more useful garage, and includes 
complete material lists and floor 
plans. Sketches and instructions 


Buitpinc Propucts MERCHANDISER 


also show how to lay out drive- 
ways of various types. The gar- 
age plans feature Strand over- 
head doors, wkich come in stan- 
dard 8x7’ sizes in canopy and 
receding (track type) _ styles; 
wider 9’x7’ sizes to accommodate 
the new, wider cars, in canopy and 
receding styles, and 16’x7’ size for 
double garage openings. A copy 
of this new book, “Garage Plans 
and Ideas; How to Build a Better 
Garage,” is available at 10c. 
Write Strand Garage Door Divi- 
sion, AL, Detroit Steel Products 
Company, 2244 Grand, Detroit 11, 
Mich. 





Zonolite’s Clinic Program 


Increased store traffic, follow up 
business, and community good will 
have resulted from the dealer in- 
sulation clinic program sponsored 
by the Zonolite Company. More 
than 500 clinics have been held in 
building supply dealer showrooms 
throughout the country. Most of 
the sessions have brought imme- 
diate sales and all of them have 
developed prospective customers. 
Under the present plan, a Zonolite 
representative sets up a clinic in 
the store, usually on a Saturday 
morning. He answers questions 
on insulation problems and dis- 


The best in 





PROTECTIOW 








tion.. 


paulins. 


for you and 
your customers 


FLAMEFOIL-TREATED 


TARPAULINS 


.. Webb tar- 
Flamefoil 


. and use. 
Renowned 


treatment gives superior protec- 
. safeguards lumber, material and 


equipment from fire and weather dam- 
age. They're made of highest quality 
canvas, reinforced at corners and 
equipped with grommets that really grip. 

Webb can supply you with just about 
anything in canvas, including rolls and 
bales. Also shower curtains, nylon, orlon, 
plastic or duck. 


WEBB MANUFACTURING CO. 


2902 N. 4th St. 


Phila. 33, Pa. 


Please send free folder listing complete line. 


COMPANY 
STREET 
CITY 








plays insulating materials. To 
promote the clinic, he co-operates 
with the dealer in use of news- 
paper ads, mailing pieces, special 
signs and other techniques. Mo- 
tion pictures provided by the firm 
are often shown. Homeowners at- 
tend the clinics, but in many cases 
contractors and other local busi- 
nessmen come in to talk over their 
insulation problems. Write Zono- 
lite Company, Dept. AL-33, 135 
S. La Salle St., Chicago 3. Ill 


for all 
masonry © 


i 
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New Sta-Dri Colors 
the new dealer identi- 
fication decal released by Ameri- 
can Sta-Dri Company, 


Here is 


producers 


of masonry finishes including Sta- 
Dri Mineral Paint, Silicone Clear- 
Coat and Instant Water-Stop. This 
decal will be displayed on dealers’ 
doors and store windows as part 
of an announcement campaign for 
the five new colors added to the 
Mineral Paint line. The new Sta- 
Dri colors are Gulf Green, Flamin- 
go Rose, Adobe Tan, 
Brown and Jonquil Yellow. 
standard line of Sta-Dri colors 
previously included rose, gray. 
buff, blue, sreen, cream, white and 
oyster white masonry paints. 
Write American Sta-D-i Comnany, 
Dept. AL, Brentwood, M4. 


Morocco 
The 


Redi-Blend Guide 

“Which color goes with which?” 
William Clark, well-known color 
authority and lecturer, gives a 
choice of 10 harmonizing color 
groups for each of the 25 colors 
in which Adelphi’s new Redi-Blend 
flat enamel wa!l finish is now being 
made. Mr. Clark has prepared the 
Adelphi Guide to Interior Decor- 
ation, in which these color har- 
monies appear. By using the new 
Redi-Blend Guide, the customer 
can have walls of each room in 
perfect color harmony with her 
floor coverings, furniture and dra- 
peries. Adelphi Redi-Blend is a 





CONVEY IT... 


FOR FASTER LOWER COST 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from ; 
ge and shipping — e 
ast, and at lowest cost, with Standard Conveyors. 
— write for Bulletin 


saws, lathes, in and out of stora 
f 
Get complete information 


No. AL-43, 


STANDARD CONVEYOR CO 
General Offices 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





HANDLING 


CONVEYORS 


© to home 
buyers 


e builders 


© architects 





Adjusting 
s 





) 
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Enginereed 
Balancing 


Never Needs 


Now Nearing 70 Years 
of Like-New Performance 


washable, pure oil base alkyd resin 
paint. A scrubbable semi-gloss in 
matching colors for woodwork and 
molding is also available by the 
addition of 1-to-4 Redi-Blender to 
the color of Redi-Blend flat enamel 
selected. For brochure containing 
samples of Redi-Blend colors, along 
with the Redi-Blend Guide to Sci- 
entific Color Harmony, write Adel- 
phi Paint & Color Works, Dept. AL, 
86-00 Dumont Ave., Ozone Park 
17, N. Y 


oooete te 


Sectad Leiner ns 


Ree aad 


Special Offer—6 Tubes Free 


Through the jobber, the Arm- 
strong Company is offering for a 
limited time, six regular 6-oz. 
tubes of Kwik-Seal free with every 
24 tubes the dealer orders. Every 
six tubes are packed in a display 
carton and with each 24 tubes 
ordered, the dealer also gets a free 
advertising hanger which is print- 
ed in three colors on heavy board. 
Armstrong’s Satin-White Kwik- 
Seal has many home, farm and 
commercial uses. It is described 





SELLS 
WINDOWS! 


Better windows, 
truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they’re equipped with Pull- 
man Sash Balances. Noiseless, 
trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 
—all kinds of commercial and 
industrial buildings. The Puli- 
man method permits quick in- 
stallation (10to 15 minutes per 
window), uniform mortise 
size—wide scope in window 
design, maximum light area. 
Write today for full specs: 
Pullman Manufacturing Corp., 
325 Hollenbeck St., Rochester 
SS A 
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FLUSH 
woobD 








OORS 


Ford fine features and lowest cost give you 
the greatest sales assist yet provided! 
Her~>’s how and why Ford will lead your 


profit parade: 


All-wood 7-ply construc- 
tion — attractive 3-ply 
1/20 Birch veneers——two 
lock blocks for hanging 
on either side—precision 
cut, perfectly sanded — 
air vents top and bottom 
— bonded with highly 
water resistant glue—ex- 
terior or interior models 
— quality workmanship 
throughout. 


Remember! Ford 
doors are volume pro- 
duced to sell at min- 
imum prices; but 
there’s no sacrifice of 
quality or beauty! 


Distributors: Let Ford 


Cutaway be your best door 


View 


salesman. Write to- 
day for complete in- 
formation! 


Retailers: Send for 
the name of your 
nearest distributor! 


NORTHPORT 


FLUSHWOOD DOOR CO. 


Northport, Michigan Phone 2322 
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Deal yourself a 
winning hand 

in 1953. Back this 
pair of aces 

and rake in the 
chips. 


Here are wood window units for every building 
purpose. The MALT-A-MASTER is a fully bal- 
anced unit with a new type of built-in foam rubber 
and aluminum weatherstrip and removable sash. 
The MALT-A-MATIC is an adjustable, weather- 
stripped unit with removable sash that’s priced 
within the most modest building budget. 
MALTA wood window units—like MALTA 
frames — cost less per 

year of service. De- 

mand is heavy — deal 

yourself in. 


Supreme Quality 
Since 1901 


Manufacturing Company 
MALTA. OHIO 


Member of the 
Ponderosa Pine Woodwork Assn and the N WMA 





as the best crack filler on the mar- 
ket . . . adheres to any surface: 
plaster, stucco, tile, cement, wood, 
wallboard or metal. It is ideal for 
sealing cracks around bathtubs, 
lavatories or kitchen sinks—for 
filling cracks and nail holes in 
walls, ceilings, floors, baseboards, 
window frames, cabinets, etc.—for 
pointing joints in plastic or metal 
tile. Kwik-Seal is easy to apply 

tube has applicator nozzle. It 
dries quickly and takes paint beau- 
tifully as soon as dry; does not 
discolor adjacent materials, chip, 
crack or crumble with time. Write 
The Armstrong Company, Dept. 
AL, 1001 E. 103 St., Chicago 28, 
Ill. 


K. D. Jalousie Window Unit 


The Weathermaster Jalousie and 
Window Manufacturing Company 
announces that it is now in full 
production of its new knock-down 
jalousie window unit, One of the 
chief features of this unit is the 
complete vinyl weatherstripping 
which has been designed to with- 
stand the most severe weather. For 
further weather protection, the 
aluminum screens are interchange- 
able with storm sash. Seven of 
these K. D. units can be stored in 
the same space required for one 
regular assembled window. Each 
unit is shipped by carton, with 
head and sill available in 4” in- 
crements and jambs in 3!” in- 
crements. With a hack saw any 
width winduw’ may be cut, then 
with a screw driver and 8 screws, 
window may be assembled on the 
job. Complete assembly instruc- 
tions are included with every car- 
ton. Other features are the just- 
perfected adjustable tension-seal 
louver clip and the drip cap, which 
is an integral part of the jalousie 
head. Write the Weathermaster 
Jalousie and Window Manufactur- 
ing Company, Dept. AL, 1890 N.E. 
146th St., North Miami, Fla. 
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E-Z Glide Fiber Track 


E-Z Glide No. 3814 Fiber Track 
for 1,” bi-passing glass doors, can 
be cut to exact length with a hack 
saw. Short lengths can be butted 
together giving perfect operation, 
brad holes at 6” intervals for se 
curing. Special features listed are 
silent finger-tip operation, simple 
low cost installation, durable, rust 
and corrosion proof, no beveling 
of glass necessary. Standard 
length are 4, 5 and 6 feet. Write 
The Engineered Products Co., 
Dept. AL, Flint, Mich. 


Dry Wall Tools and Equipment 


The Goldblatt Tool Company is 
reportedly the first in the indus- 
try to offer a complete line of tools 


and equipment specifically de- 
signed for use in dry wall con- 
struction work. “The need for a 
specialized dry wall tool line has 
become increasingly evident, and 
the continuing rapid rate of dry 
wall housing construction has 
made it a must,” the company’s 
president announced. “Up to this 
time, dry wall installers and ap- 
plicators have used tools made for 


other types of work, or make- 
shift tools that they have fash- 
ioned themselves.” The new line 
incorporates the full span of dry 
wall installation and application 
equipment. Items include special 
dry wall cement feathering tools, 
cement spreaders, T - squares, 
hawks, saws, mixers and other 
necessary items including work ap- 
parel; in all, some 40-odd items. 
Write Goldblatt Tool Company, 
Dept. AL, 1910 Walnut Ave., Kan- 
sas City, Mo. 


RENT OUR 
FLOOR SANDER 


New Poster 


The American Floor Surfacing 
Machine Company is releasing a 
completely new type of poster 
featuring modern design and 
typography for maximum read- 
ability and interest to increase 
customer attention and floor sand- 
er rentals. This 20”x28” red and 
black poster is especially useful 
as a tie-in with the big do-it 
yourself trend. An outstanding 
feature of it lies in the copy ap- 
peal and art. American has added 
a highly realistic and believable 
touch by having the wife say: 
“My husband, Bill, rented the 
easy-to-use equipment here and 
refinished our floors over the 
weekend. You should see how 
lovely they look all our 
friends think we have new floors. 
We increased the value of our 
floors, too’ Complete with 20- 
inch easel, the photo-poster is 
mounted on heavy-gauge board for 
long life. For those who wish it 
as a window display by fastening 
it to the glass or wall, unmounted 
poster sheets are available on 
durable high quality 70-pound 
stock. Write The American Floor 
Surfacing Machine Company, 
Dept. AL, 518 South St. Clair St., 
Toledo 3, Ohio. 


April 20, 1953, AMERICAN LUMBERMAN & 








MATICO PROMOTION WILL SEND 
YOU MORE CUSTOMERS IN ’53! 


wr : er" uarante > 
More sales opportunities too, with the expanded MATICO line! 7 Wt ood Housekeepl 


Good Housekeeping 
a Nd ° 
: P : 45 aovennisin OE 
Colorful national ads are only one part of the big MATICO story this year. 
For another, dealers have such wide leeway in the types of MATICO flooring 
now available: economical, serviceable fortified asphalt tile... gay, new 
Confetti tile . . . rich-looking Parquetry tile... and lovely, lyxurious Aristo- 


flex vinyl-plastic tile. “Champagne” taste? “‘Beer’”’ pocketbooks? Makes no 
. : MASTIC TILE 
difference this year... you can satisfy them both. 


Sure, big national ads will do a selling job for you. But it will certainly COGPORATION OF AUERIER 


pay healthy dividends if you tie in with them at point-of-sale. And MATICO’s Begt. 3-4, P.O. Bex 966, Nouburgh, MH. V. 
FREE promotion kits cover everything you'll need to do the job. 


Why don’t you drop us a line today. We'll be happy to send you all the Please send me complete details on the MATICO line. 
information you want. 


MASTIC TILE CORPORATION OF AMERICA 


Member: Asphalt Tile institute 
JOLIET, ILL. @ LONG BEACH, CALIF. © NEWBURGH, N.Y. 


Name 








Zone State 


























Nash Windows and Doors 


Nash Aluminum Combination 
Windows and Doors are attractive- 
ly featured in two consumer fold- 
ers. Highlighted are these im- 
portant facts: Nash heavy-duty 
windows are manufactured from 
heavy - gauge Alcoa aluminum, 
made for a lifetime with finger- 
tip ventilation control and trigger- 
locking action with interlocking 
meeting rail. There is triple-action 
for self-storing—no changing, no 
hanging, and no extra space need- 
ed. Economical—they pay for 
themselves—up to 35% of your 
fuel bill saved, practically paying 
for the All-Aluminum Nash Win- 
dow. All-aluminum screening keeps 
those bothersome insects entirely 
on the outside. Nash combina- 





tion all-aluminum doors are made 
with heavy extruded tubular frame. 
Each door is a complete unit with 
re-enforced corners, three hinges, 
pneumatic air cleser, a_ safety 
spring chain guard. and a self- 
closing latch. They harmonize with 
all house styles. For copies of 
these folders write Nash Manufac- 
turing Company, Dept. AL, 17 So. 
7th Ave., Long Branch, N.J. 


Expansion-Bolt Selector Chart 


Literally thousands of requests 
for the new U.S. Expansion Bolt 
Selector Chart have already been 
received, reports Kenneth B. Zif- 
ferer, general sales manager of 
U.S.E. and developer of the Selec- 
tor Chart, which has gone into its 
third printing. “We knew when 
we introduced the Selector Chart 
at the 1952 National Hardware 
Convention that there was great 
interest in a guide to the use of 
anchoring devices, their load types, 
safe working loads, metal table 
and masonry classification.” states 
Mr. Zifferer. ‘But we had no idea 
that the demand for this Selector 
Chart and selling aid would be so 
overwhelming. Perhaps the rea- 
son is that so many people have 
for so many years puzzled over 


what anchor to use, how many 
and what size. Our chart answers 
their questions and serves as a 
basic tool of the trade.” U.S. Ex- 
pansion Bolt Company is one of 
the oldest and largest firms manu- 
facturing lag-screw and machine 
bolt expansion shields, toggle 
bolts, screw anchors, turnbuckles, 
clamps and other anchoring de- 
vices in addition to masonry drills. 
Write U.S. Expansion Bolt Com- 
pany, Dept. AL, York, Pa. 


Profit-Sharing Plan! 


“That idea is all right for a big-time 
dealer, but it’s no good for me,” a lot 
of small-town retailers sometimes say 
when they talk about profit-sharing and 
incentive plans for their employes. One 
small-city dealer, Joe Bonfield in Hobbs, 
N.M., thinks differently. Read his ar- 
ticle, “Why I Believe in Profit Shar- 
ing,” in the next issue—May 4. 
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“PONDEROSA PINE 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 


High Altitude, Soft Textured Growth 


CALIFORNIA 
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SUGAR 
PINE 


ALIFORNIA 


SUGAR & WESTERN 


PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Lumber 


Patiera 
Selects and 
Shop 


California Ponderosa Pine 
ia Stoc 


ouldings and Cut 
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headquarters for consumers. Beau- 
tifully lithographed_ in two colors, 
black and richly contrasting green, 
on 70-pound gloss enamel, this two- 
sided folder measures 912"x181,", 
comes to you folded down to 
6°x3'” size, which is suitable for 
even the smallest mailing envelope. 
Illustrations are finely detailed 
(over 90 in all) with ample copy to 
sell every consumer. Also included 
are details of manufacture as well 
as reproduction of factory guaran- ; H 
tee. Space is allowed for #0 im- New Safety Nail Driver 
Answers Doorcheck Problem print or stamp. This selling piece Attaching almost anything to 


et. hick a is available to the dealer without brick, concrete or wood walls, is 
eee ae sae bee ape i cost or obligation. For your free now a quick easy operation with 
nm ale is “retin open by a sudden supply of Challenger Full Line the new Safe-T-Matic nail driver; 
gust of wind. This doorcheck is de- 
signed so there is no direct pull on 
the screws, the strain is at an an- 
gle. The long span of the Door- 
master allows the door to open 90 
degrees and in this position pulls 
the stiles of the door together 
“rather than breaking the rear 
joint of the door.” The rubber 
bumpers are pure rubber which is 
very resilient. A special spring 
closes the door. On occasion, the 
front spring pin may be pulled to 
allow the door to open 180 de- 
grees. All metal parts are made 
of heavy-gauge steel, zine plated to 
resist rusting. The Doormaster’s 
neat appearance and door-protec- 
tive feature make it a fast-selling 
item. Write K&K Supply Company, 
a P.O. Box 321, Two Riv- “canes 

s, (1S. 


ee aa» Chee hauing your own warehouse! 


When you deal with AETNA you know that 

your sales are backed up by the huge stock 

AETNA carries in four conveniently located 

warehouses. It’s just like having a warehouse 

of your own! 

YOU KNOW you can offer your prospects a 
AETNAPLY PRODUCTS broad range of plywood ... achoice of AETNA- 


PLY products from mills all over the world. 


Folders, write on company letter- 
head, Challenger Division AL, Pen- 
ens Corporation, Schiller Park, III. 








M th 0 i f » ae . : 
Seales 2 Secanetle : YOU KNOW you can depend on the quality 


Plywood and Veneers, of every grade, for AETNAPLY products 
in all sizes and grades are checked and rechecked every step of the 
Cupboard and way to maintain high quality standards 
Flush Doors without variation 
Peg-Board YOU KNOW you need never miss a sale for 
e lack of species, grades or sizes... it makes no 
Sd tous difference whether it’s Decorative or Utility 
shipping service plywood you sell; Interior or Exterior; 
standard panels or odd size panels. And you 
know you can depend on AETNA’S 24-hour 
shipping service. 


Write for AETNA’S new price lists TODAY! 
— Tool Folder 


Now, an unusual full line folder AETNA PLYWOOD & VENEER CO. 


on popular-priced mechanic’s hand 
tools is available to retailers for 1738 W. ae > Chicago 22, Ill 
mailing, bill and parcel enclosures, mitage 6-7100 

etc. Very complete in every detail, 
it illustrates and describes a full 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Sk’ sour Mane Sar ee cok Call AETNA for PLUS VALUE in PLYWOOD 


BuILpING Propucts MERCHANDISER 
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the need for star drill, electric 
drill, plugs and screws is eliminat- 
ed. This nail driver has an alnico 
core and an automatic sliding 
sheath which hold a concrete stub 
nail and keep the nail in alignment 
while it is being driven. Invented 
by a lather to be used as a safety 
device for attaching metal lath, the 
new tool has found many uses for 
many mechanics and is generally 
useful around the home. Plumbers 
will find it handy for attaching 
metal straps to hold pipe in place; 
it is also useful in attaching signs 
to any kind of surface — brick, 
steel and concrete. Write Safety 
Nail Driver Corp., Dept. AL, 70 
Rosalie Ave., Clifton, N.J. 





Oil of Cedarwood 


The moth-killing aroma of old, 
dried-out cedar closets and chests 
can now be restored to new life for 
many years with one application of 
this pure, aromatic Oil of Cedar- 
wood. This is the natural oil that 
gives cedar wood its effective frag- 
rance. Simply brush, swab, or 
spray it on and a cedar closet or 
chest is rejuvenated. Dealers in- 
quiries are invited. Write Wood- 
craft by Armand, Dept. ALM, Box 
747, Allentown, Pa. 


' 


- 


Dura-seal’s one piece jamb 
member has a concave 
surface, providing a desirable 
flexibility which maintains a 
constant air sea: and smooth 
window operation even when 
the sash expands or contracts 
due to changeable at i 
conditions. 





p « 


During the coming month of May, 
these small crimson flowers . . . placed 
on sale by the Veterans of Foreign 
Wars of the United States . . . are part 
of their nation-wide plan of helping 
the disabled and needy ex-service men. 
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There's nothing wrong with any paint department 
that a fast-moving. stock of washable, one-coat 
Flatlux can’t correct. Used and approved by mil- 
lions, Flatlux can increase your paint sales and 
profits the very first month it’s’ on your shelves. 
And, as every BPS Paint Dealer knows, those 
Available in the very healthy sales and profits are exclusively yours 
same colors as Flatlux, under a rigid, protected-territory Franchise. Decide 


this smooth enamel now to go and grow with Flatlux. 
makes single color _ 


styling easy to do. 


eo 





THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


| 


I'd be interested in proof of how Flatlux can increase sales the very first mont 


A top-performing high 
glossenamel, BPSGlos- 
Lux isa natural for bath-. ° 
rooms and kitchens... 
walls and woodwork. 


NAME 


ADDRESS 





cass G ARGENT .<c. 


az as 





Small-Town Dealer Has 
Big-Time Home Show 
(continued from page 38) 


LUNDSTEN FAMILY. Fighty-seventh 
birthday of Lundsten Lumber’s pres- 
ident, O. W. Lundsten, seated, and 
his twin sister, Mrs, Alice Linder, 
was celebrated the same day. Stand 
ing, right, is Cliff Lundsten and his 


son, Jim Lundsten holding baby Bill 
Lundsten 


started the ball rolling six weeks 
before the event by soliciting the 
cooperation of his suppliers with a 
mimeographed letter outlining his 
plans. His suppliers gave him won- 
derful support: 34 set up booths in 
the high school gym, scene of the 
event, and 48 provided door prizes 

Door prizes were given not only 
to lucky registrants, but to the sup- 
ply salesman who had called on 
Luhdsten for the longest time “be- 
cause we realize that a large por- 
tion of our success is due to the 
information that we received from 
the salesmen.” Ten salesmen have 
called on Lundsten for 25 years. 

In addition, prizes were awarded 
high school and grade school pu- 
pils who wrote the two best essays 
on product exhibits seen at the 
show and the state from which they 
came. 

Happy merchants all over town 
reported good business on Saturday 
because of the influx of people at- 
tending Lundsten’s open house. 
Probably the happiest merchant of 
all was Lundsten himself, who un- 
covered definite leads for eight 
barns and five houses—at a cost 
of about $300 for the whole show! 

Entertainment included brief 
speeches by members of the Lund- 
sten family. Two officers of the firm 
received special congratulations be- 
cause they celebrated their 87th 
birthdays the same day—-the firm's 
president, O. W. Lundsten and his 
twin sister, Mrs. Alice Linder. 

One direct mail feature that 
Lundsten uses successfully is a 
chatty news letter on building and 
market conditions which goes to 
some 1,600 customers. 
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NAMES IN THE NEWS 








New Plant for John Hassall, Inc 


This modern plant is now under 
construction on a 15-acre plot on 
Cantiague tock Road, between 
Jericho Turnpike and Northern State 
Parkway in Westbury, L.I., for John 
Hassall, Inc., 102-year-old Brooklyn 
manufacturer of special nails, rivets, 
screws and “cold-headed” high qual- 


International Glass Corp. 





ity products. Designed by Rene L. 
Bertin, the fireproof structure is be- 
ing erected by Wininger Construction 
The new plant will be in operation 
about August 1, 1953, and will pro- 
vide for both expansion and more 
economical operation, Theodore B. 
Smith, Hassall president, reports. 


Developing New Products 





International 
Glass Corp. has 
purchased plant 
facilities and 
equipment of the 
Perault Glass 
Fiber Corp. in 
Newport, Ark. 

This new ac- 
quisition, plus the 
Los Angeles com- 
pany’s two other 
plants in Puente 
and South Gate, 
Calif. will place 
International 
Glass among the 
country’s fore- 
most glass fiber 
and optical man- 
ufacturers. Offi- 
ces and labora- 
tories are at 8715 
W. Third St., Los 
Angeles, Calif. 

R. J. Scott, president International 
Glass, announced that full produc- 
tion at the Arkansas plant will be 
resumed shortly. At the present 
time, engineering improvements are 
being made to produce a more com- 
plete line of products. The plant 
produces roofing material, glass fiber 
and glass fiber pipe wrap, outer 
wrapping for pipe, etc. 

International Gless’ Puente Plant 
has been re-engineered with new 
modern equipment. Plastic laminated 
sheets, corrugated and flat, in a large 
selection of colors, will be manufac- 
tured in this plant for use in both 
industrial and residential archite 
ture 

All types of plastic reinforcing 
mats and continuous glass fiber will 
also be made at the Puente Plant, 
as well as allied products. 

Early in 1951 the management of 
the company became interested in 


the producing of glass fiber. A key 
factor in this decision was the ex- 
tensive background of the company’s 
president in the production of glass 
fiber. Mr. Scott was formerly asso- 
ciated with the Owens-Corning Fiber- 
glas Corporation and later organ- 
ized the Glasflos Company, building 
and operating its plant at Hicksville, 
Long Island. He has also developed 
several processes, known as_ the 
Scott Processes, for economic manu- 
facture of glass fiber in quantity for 
commercial use. 

In addition to the aforementioned 
products already in manufacture, In- 
ternational Glass Corp. is now in 
the process of developing new uses 
for the application of glass fiber 
products, which will be announced in 
the near future. Mr. Scott has re- 
vealed that the corporation § will 
shortly introduce several new prod- 
ucts for home use. 
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BLACK @ DIAMOND 


WHOLESALE 
CALIFORNIA LUMBER 


Exclusive Sales Agents for 


SOPER-WHEELER CO. SAWMILL 
(A WPA MILL) 
11/16 Ne. 2 @ 


P. O. Box 2667 
Bur. Resawn Pine Sacramento 
Panel Clear Red- 


i Rough Now Calif. 
on hand 


White and Douglas 
Fir Clear Factory 
lumber Now on 
hand 


COMMISSION SALESMEN WANTED 














1912-1953 


MANUFACTURERS OF 


B..C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 yeors 


PORT MOODY, B.C... CANADA 





Sold by Midwest Lumber Dealers for 4 Years 


The Original Heyer 
STEEL PICNIC 
Rb sca FRAMES 


e We Supply Steel Frames 
e You Supply the Lumber 


Repeat orders from our regular dealers and dis- 
tributors—and the class of accounts we serve— 
are the best evidence that you and your customers 
will prefer Heyer Picnic Table Frames . de- 
signed for lumber dealers. Let us give you the 


HEYER SALES CO. 


Ask your distributor 
or write, wire to... 





Milledgeville, Illinois 





A Leader for the “Do-it-Yourself” Trade 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
Mfrs. of WHITE PINE (PINUS 
Genuine STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED _ WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1953 




















> 2 X 

SS a TROWELS 
ALOAKS, DARBIES 

CEMENT TOOLS, /HAWKS 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


CARPENTER SQUARES 
AmERICA’S FIRST 
with 
CRAFTSMEN 
FOR EVERY USE 





NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA 


Buitp1nc Propucts MERCHANDISER 














“Quality with £conomy” 











TO veo ae 


t's PRICED 
for yee 9 
VOLUME! 


ing Features. 


@5 Quarter Frame. Exclusive 
Territories Available. Price 
List & Sample on Request. 


© PAPOOSE — the most 
economical Redwoed 
Combination. 


4 
REDWOOD “co RIN ATION 
Rated WINDOWS 


Phone 


UNiversity 
4-715 


MANUFACTURING COMPANY 
13330 W. McNichols Road, Detroit 35, Mich. 
























: Ey _ WE Te) ALL THE WORK eee 

f/ Allthe 

Articles in HOME ; 
~~ SELL the : : | 
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_ All the 
Building Products 
Advertising in 
HOME SELL 
the reader 
for you! 





The 
House-Plans in 
HOME PRE-SELL 

the reader 
for you! 





“HOME” 
_can be your 


Ace Salesman 





ba-telamelacl tials 





AT Be 
of dealers 
’ RENEWING THEIR 
CONTRACTS for 
second 
year! 





) 


homeowner market! 
YOU GET 





oe 
«% “ 
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Please rush me a copy of HOME Maintenance & Improvement — 
I am interested in increasing my sales and profits. There is no 
obligatian of coures. 


Our present mailing list contains approx. 


COMPANY __ 
ADDRESS. TELEPHONE 
CITY STATE . 


MY NAME IS TITLE _ 


MAIL TO: “HOME” Magazine, Box 4 
139 N. Clark Street, Chicago 2, Illinois. 





COMING 


Merchandising Calendar: How far ahead do you plan— 


one week, one month or one year? 


To get the maximum 


sales results you should plan your advertising and your store 
displays well ahead. One dealer who has done so is Russell 
W. Nowels, president, Nowels Lumber & Coal Co., Ro- 
chester, Mich. Look for the detailed merchandising calendar 


which he uses in the next issue—May 4. 


It will help you 


map your store displays and advertising program to achieve 


maximum sales results. 





COMPANIES ANNOUNCE 


H, Van Dres- 
ser, president of 
Huntington In- 
dustries, Inc., 

Memphis, Tenn., 
announced the 
appointment ot 
William W. 
(Bill) Taylor as 
sales manager at 
board of direc- 
tors held Feb. 
14. W. W. TAYLOR 

Mr. Taylor has 
been residing in Atlanta, Ga., and 
intends to move to Memphis with 
Mrs. Taylor and his two children at 
the close of the current school year. 
Mr. Taylor has been connected with 
the building industry since 1939 and 
for several years was owner of the 
Mineral Wool Company of Kentucky, 
located at Louisville. 

Huntington Industries, Inc., manu- 
factures building specialties and Mr. 
Taylor will work with manufactur- 
ers’ agenta throughout the country 
who will, in turn, represent Hunting- 
ton Industries, Inc., with the jobbing 
trade in their assigned territories. 

Also, at this board meeting, Hunt- 
ington Industries, Inc. reported sales 
of over $1,500,000.00 during the past 


fiscal year. The most popular prod- 
uct manufactured by Huntington In- 
dustries, Inc., is the metal-fold safety 
stair. 


W. J. LANE 


William J. Lane, recently appointed 
advertising manager of the Van 
Packer Corp., Chicago. “Bill” Lane 
joined the company in 1949. During 
his past four years with the organi- 
zation Van Packer sales have in- 
creased 600%. 


Miller Mill Work Corporation, 
Charlotte, N.C., has appointed Z. W. 
“Bob” Grooms to the newly created 
position of sales manager. From 1934 
to 1939 Mr. Grooms was general man- 
ager of a retail materials yard in 
south east Missouri. In 1939 he joined 
Huttig Sash and Door Company as 





W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stoir Treads 
Oak Trim and Moulding 








special promotional representative. In 
late 1943 he was sent to Miami as 
resident manager and salesman of the 
Miami sub-branch at that time under 
Jacksonville operation of Huttig. In 
March, 1945, Miami was elevated to 
full branch status and Mr. Grooms 
was appointed branch manager. He 
continued as such until Oct., 1949. For 
the past three years Mr. Grooms has 
been with The Insulite Company of 
Minneapolis, serving as direct factory 
representative covering the two Caro- 
linas in their entirety. 


Charles G. White after 10 years 
traveling for Bird & Son, Inc., and 
nine years in the retail lumber field, 
has decided to strike out on his own 
as a manufacturer’s agent repre- 
senting a variety of lines that lend 
themselves to his past experience. 
He plans to operate from Oconomo- 
woe, Wis. 


Winton Lumber Sales Company, 
Minneapolis, Minn., announces the ap- 
pointment of Raymond V. Ring, ex- 
ecutive vice-president and sales man- 
ager; James B. Stricker, vice-pres- 
ident and area manager; James I. 
Wyer, vice-president in charge of 
wholesale department; Richard E. 
Somers, vice-president in charge of 
sales of products of Winton Mills. 
These changes follow the resignation 
of Robert C. Winton and Edward C. 
Gabler. 


ii 

? T, i 
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Open House—April 23 


Frank Paxton Lumber Company’s 
attractive “Open House’ announce- 
ment is printed in green ink on blond 


mahogany veneer. The front cover 
shown above, keynotes a friendly and 
very cordial invitation: 

On Thursday, April 23, 1953, 2 to 5 
p-m., we want to have you and yours 
as our guests. We have waited long 
for the opportunity to show you thru 
our new building and to have refresh- 
ments and some buffet style food with 
you. 

In order that we can better serve— 
would you be so kind as to tell us on 
enclosed postpaid card, how many will 
attend. Please be with us and thanks! 


Frank Paxton Lumber Co. 
Kansas City, U.S.A. 
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PROFITS for YOU! 


English Type } 
RAIL and HURDLE | you SELL FENCE 


We Carry Inventory 
& & NCE Will ship, in your name, from 
our Yards in Toledo and 


West Virginia 





ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
WRITE FOR 


4 Ang 





Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 








"Is it as Good as Kirby's?” 




















Brun llyslan 
“This cheaper roof will save us money” 


COMMON SENSE: ONLY A FOOL buys trouble to save 
money, when everyone knows that a 
properly applied roof of CERTIGRADE 

CERTIGRADE e : . 
meee red cedar shingles costs so little more 
= ALL gives satisfaction for so many extra 
years. You owe it to your customers 
to tell them the difference. 








DIAMOND HARD SELLS ON 
og VALUE! Bs 


Value Value 
Diamond Hard economy 
flasrinea osoves vour cus 

yA) tomers up to 50% — for a R 
value that has smash appeal 


to all your flooring pros 


08D) IM in nos customers ond our CD AUD) a 


extra profits in your pocket 
today! Write us for full de- 
Maple tails about Diamond Hard Maple. 
Excellent 2nd and Thrifty us 
Flooring 3rd grades Flooring 


Phone 3633 - 6400 


J. W. WELLS LUMBER CO 


MENOMINEE, MICHIGAN 





TANNEWITZ Pre: 


for Swing Saws 
S AV t S $30 to $50 A MONTH 
IN” LUMBER AND LABOR 

30 Days Free Trial 


Pd 
2 ORDER NOW OR SEND FOR 
CIRCULAR 


GRAND RAPIDS 
MICHIGAN 
DEPT. 4 





BurILpING Propucts MERCHANDISER 





DOOR SWEEPS 


Extruded Aluminum 
White Rubber Sweep 


Elongated holes for easy 
installation and adjustment 
Low Price—Immediate Delivery 


DOOR 
GRILLES 


@ Extruded Aluminum 
@ Superior Construction 


®@ Write for our catalogue containing complete details concera- 
ing our wide range of styles and sizes 


NITE-GLO finish, luminwm 
INITIALS eS aS 


Aluminum Combination 
WINDOWS and DOORS 


Two track and three track windows, casements, and doors. 
All extruded aluminum—styled right and priced right. 


We have distributor franchises available for both K.D. and 
Finished NASH Windows and Doors. 


nies | 17 So, 7th Ave. Long Branch, N. J. 


Please send me full details about NASH 
Manufacturing Co. Windows, Doors and Accessories. ; 


17 So. 7th Ave. NAME____ 
Long Branch, N. J. ADDRESS. 


Phone: Long Branch 6-6200 














Ready to use. | Watenpnoos 
Aone 0 
Cannot warp 


or injure tile. 


Fast tack, 
slow setting. 


Tight, perma- 
nert bond. 


bunnies 


CONSUMERS GLUE CO. 


1515S N HADLEY $I ST LOUIS 6. MO 








| CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
peduertised 
BROWN’S 


UPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jebbers 

and millwork distribu- 

tors 





Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & wO.., tne. 


GREENSBORO, N.C Fata 


LARGEST MANUFACTURERS OF 
AROMATIC RED CLDAR IN THE WORLD 








Answers to What's Your Answer? 


Stop! Read questions on Page 47. 
. Virtually 8% 
mary see p. 9. 

. Colonial Cedar Co., Inc. See 
ad, p. 8. 

. He shows them how to use half 
trusses. See farm story, p. 32. 

. Right in the woods. See their ad, 
p. 14. 

5. He sets aside $5,000, then stages 

his own show. See story, p. 38. 
Flintkote. See ad, p. 41. 
Foley Lumber Co., Jackson, Fla. 
It has everything from hand 
trucks to monorail cranes. See 
story, p. 29. 

. Mastic Tile Corporation of Amer- 
ica, Newburgh, N. Y. See ad, 
p. 55. 

. B. H. Roderick. See p. 42. 

. Warner Mfg. Co, 
Minn. See p. 39 


For a quick sum- 


Minneapolis, 





Must Publicize “Merits of Wood” 


(continued from page 40) 





story of wood?” 

Other speakers on the panel pro- 
gram were: Harry D. Gaines, pres- 
ident, National Hardwood Lumber 
Assn.; Sherman A. Bishop, vice- 
president, Union Lumber Co.; C. A. 
Luce, manager, Washington, D.C. 
office, West Coast Lumbermen’s 
Assn., and C. O. Aschmann, past 
president, National Association of 
Commission Lumber Salesmen. 

Officers were reelected for 1953- 
54. They are: B. C. Varner, presi- 
dent, Dallas; James Grant, Jr., first 
vice-president, Williamsville, N.Y.; 
Myron A. Gore, second vice-presi- 
dent, Minneapolis; David Babin. 
third vice-president, Memphis; 
John Julian, treasurer, Chicago; G 
R. Gloor, secretary-manager, St. 
Louis. 


OBITUARIES 


MAJOR JOHN J. HARRIMAN, 72, 
president of the Harriman Lumber 
Co., Ltd., Niagara Falls, Ontario, died 
February 8 of a heart attack at his 
home. 

Born in Thorold, Ontario, Major 
Harriman went to Niagara Falls at 
the age of 12 when his father went 
into the lumber business there. After 
completing his schooling, he went 
into the lumber business with his 
father and remained there for 25 
vears. He was elected alderman in 
1920. Later he was appointed as- 
sessment commissioner where he 
served until 1945. Since his retire- 
ment at the city hall. he has re- 
mained president of the lumber com- 
pany but turned the active manage- 

ment over to his sons 


April 20, 1953, 





Classified 
Advertising 


HELP WANTED 








WANTED—Managers and f i 

for retail yards in Missouri and Kansas. Salary, 
commission and expense arrangements. Give 
experience and references in first letter. Ad 
dress Box G-22 American L » 








Experienced bookkeeper, typist, young man. 
good future, small lumber yard. Nate Cash 
Lbr. 6 pwer Co W. Grand Ave., Chi- 
cago, . 


WANTED—Man bookkeeper, 25 to 40 years 
old with knowledge of retail nang A business 
to work as to di 

office. Good future assured. Ad, open. 
State experience and reference in first letter. 
Address Box G-21 American Lumberman, Inc. 


LUMBER IACKS 6 [ILLS TOO: 
Why trust to tuck in locatin our new posi- 
tion? We either have, or wil velop the fob 
ou want in any section of the U.S. or Canada. 
walified persons with good records s 
sored on a “NO JOB NO COST” basis. T 
your — Confidential. 
TNES EXECUTIVE SERVICE 
5355 W. Nore Aveo. Chicago 39 Mitnois 


WANTED: Business associate with initiative 
vision, managerial ability and knowledge of 
lumber and construction. Willing to work in 
expansion of a good going business in a Wis- 
consin city, a prosperous community. This is 
an excellent future for the right man. Address 
Box G-35, American Lumberman, Inc. 




















Yard Foreman 
Well established retail lumber company, lo- 
cated No. Indiana, wants experienced, quali- 
fied man for yard foreman. Excellent oppor- 
tunity for advancement. Give full details. 
Address Box G-34. American Lumberman. Inc 


Wanted 
Young and exvnerienced man, in retail lumber 
and millwork business, to call on builders and 
yards in North Milwavkee area. State quali- 
fications, experience and salary expected. 
Thiensville Lumber Company, Thiensville. Wis. 


RETAIL LUMBERMAN 
Southern Dealer wants to emvloy a mean ex- 
perienced in handling applications for Title II 
end also Title I FHA Loans and who is also 
exverienced in the sale of Lumber and Build- 
inq Materials. Address Box H-20, American 
Lumberman, Inc. 











Wented: Salesman to travel Northwest section 
of Illinois by we'l establiched mi'work con- 
rorn. Mie. stock and snecis! mi" work A 
fine opportunity to party qualifying. State 
enalificatiors and pact corrections in veur 
ren'y. Address Box H-21, American Lumber- 
man. Inc. 





Manaaer for Good Couvnty Seat Town in the 
Ped River Valley of Minnesota by Indepen- 
dent Overator. Good salary ard liberal profit 
sharing arrangement. In replying give ex- 
perience, age, references, marital status and 
when available. Address Box H-22, American 
Lumberman, Inc. 


WANTED 

STENOGRAPHER AND BOOKKEEPER 
by Commission Firm, one girl office, 44 hour 
week, top salary to woman with lumber ex- 
perience. Must be fast and accurate in typing 
and shorthand, light bo-kkeeping Permanent 
job with long established and verv active 
firm of two saleemen. Character refer-rces 
required. Write giving full details. P. H. Dav- 
‘dson Lumber Company, P. O. Box 835, Dallas, 
Texas. 


Wanted-—Experienced Lumber Salesman to call 
on retail yards. Address Box G-20 American 
Lumberman, Inc. 








Wanted—Man bookkeeper 30 to 50 years old, 
with knowledge of retail lumber business, 
salary and bonus, state experience, and ref- 
erences in own handwriting. Location Michi- 
qan—population 100,000. Address Box G-45, 
American Lumberman. Inc. 


SITUATIONS WANTED 


MILLW ORE -DETAILING 


Let @ group of experienced millwork deiail- 
ers with 30 years expenence. commercia! and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. A dress Box V-71, 
American Lumberman. Inc. 








AMERICAN LUMBERMAN % 











| Ready Lumber & Plywood Co. 


PLYWOOD 


ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 
SEN WOOD + SHINA =: BIRCH 
DOOR PANELS 








Write us gor samples 





No better door 
af any price! 


Style King is the better value, all wood flush door that’s 
tailored for handsome profits. its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an outstanding seller for you. No ‘“‘cut-rate’’ quality. 
Style King is guaranteed against defects. It's distributed by 
recognized wholesalers everywhere. 





Let us send you full profitable dteails. Inquire today. 








STYLE KING DOOR. CO..,. Inc. 


Detroit. Office Sales Office and .Plant 
9946 GREENFIELD ROAD (27) P.O. Box 71 — MANSFIELD, OHIO 
VErmont 8-7047 Phone J-109% 





classified 
advertising ... 


is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue, 








GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
| advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 
| Cartoons will get you more 
readers per advertising $. 


j Write today for FREE proofs 
and complete infermation to: 


: “The oon time we build, i'm going LIL-AD FEATURES, 


to insist on PLANS!” RFD 3, Santa Ana, Calif. 


Address 














ButtpInG Propucts MERCHANDISER 


ul 
@ FROM 
ugar ue SUPERIOR 
LUMBER SALES CO. 


Quality lumber from the finest mills 
in California, Oregon and Washington. 


SUGAR PINE DOUGLAS FIR 
PONDEROSA PINE WHITE FIR 


MOULDINGS REDWOOD 


@ Kiln Dried or green @ Sugar Pine Pattern 
Lumber @ Industrial Lumber all species 
@ Retail and Distribution Yard Lumber 


@ Douglas Fir Studs 
Wholesalers and Exclusive Mill Agents 


* SUPERIOR LUMBER 


SALES COMPANY 


920 9th ST. * Phone HUdson 4-8216 
SACRAMENTO 14, CALIF 








SITUATIONS WANTED 


Graduate Forester, age 28, married, veteran, 
desires position with private company in Lake 
States, Midwest or East. Some tores expe- 
ae ee Box G-33 American Lumber- 
man, > 








EXPERIENCED SALESMAN AVAILABLE 
For Direct Mill or Whoiesaie Lumber Co. Has 
good fellowing in Michigan and No. Ohio. Has 
West Coast Mill contacts, and can do buying 
also. Eastern Michigan resident—not afraid to 
travel—use own car—have large industrial 
contacts. Write Box G48, American Lumber- 
man, Inc. 





Millwork Superintendent and Draftsman would 
like to contact good Architectural & Stock 
Millwork Company in need of a good Super 
intendent. Address Box H-23, American Lum 
berman, Inc. 


MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large 
volume detailed millwork. ood expediter. 
Reierences. Address Box H-25, American Lum- 
berman, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 


19 years experience in all phases of the retail 
lumper tieid and | am interested in repre- 
senting a variety of lines that lend themselves 
to this field in Southern and Central Wiscon- 
4 Address Box G-46, American Lumberman, 
inc. 


MR. MANUFACTURER—Do you have a dis- 
tribution problem? Field Representative sell- 
ing limited line to Jobbers and Dealers in 
Middle West desires one additional ijine. If 
you have a worthy product I have organized 
sales plan that can make money for you. 
Write x H-34, American Lumberman, Inc. 

















Manufacturers Representative calling on lum 
ber yards on Long Island can handle one 
additional line. Steady experienced coverage 
assured. Address Box H-25, American Lum 
berman, Inc. 





A twenty-five year old agency, operating as 
an exclusive distributor for a nationally ad 
vertised product in Chicago Metropolitan area, 
since its opening—anxicus to obtair additional 
line suitable to the retail lumber outlets, and 
industrial trade—dignified representation—ot 
fice and warehousing facilities available— 
financially responsible. Address Box H-26, 
American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


DISTRIBUTORS for CHEVRONS, amazing new 
wood fasteners with countersinking tool. En- 
dorsed 7 leading lumber and building mate- 
tials dealers. Protected territories. E. B. Pack- 
ard Co., Inc., man rs, 139 Cedar Street, 
New York 6, N. Y. 











Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tall lumber yards. Write giving territ de. 
sired—Harris Products, Inc., Amherst, N.H. 





Sales Representative Wanted 
Progressive Jobber handling a complete line of 
Millwork Moulding and Plywood has opening 
for an aggressive Smee in an Indiana 
territory. Address Box G-41, American Lum 
berman, Inc. 





WANTED—Representatives calling on lumber 
and building material jobbers to sell plastic 
tile and wallboard for nationally advertised 
concern. High earnings for co-qetter assured. 
Advise territory covered, number of men, and 
companies represented. Address Box H-33., 
American Lumberman, Inc. 





Wanted — Manufacturers’ agents, who 
sell allied lines to furniture manufac 
turers, to s#il newly desiqned pressed 
spiral dowel. Write qiving qualifica- 
tions and terms desired. Desvres Bros. 
Wood Products Co., 440 Thirty-Sixth 
St., S.W., Grand Rapids, Mich. 





Established manufacturer of competitively 
priced and quality line of fireplace dampers, 
ash dumps, cleanout doors, foundation ventiia.- 
tors and related items has choice territories 
available. Liberal commission paid. Oppor- 
tunity for substantial Income for manufacturer’s 
representative now calling on building ma- 
terial and lumber dealers with non-competing 
lines. Address Box G-55, American Lumber. 
man, Ine. 


68 


WANTED — RAILS 


BUSINESSES FOR SALE 





RAILS WANTED 
Any weigot—Any tonnage 
W. H. DYER CO., iNC. 
41ll-A Bauiway Exca. Biag., Si. Louis 1, Mo. 





STEEL RAILS 
Any Quanuty—Any Size 
MIDWEST STELL CORPORATION 
S16 wrycen St.. CBaresion. Ww. Va. 
RAILS 
New Relaying 
Always in market to purchase and sell all 
ciasses railroad equipment. 
M. K. FRANK 
480 Lexington Ave. Park Bidg. 
New York, N. Y. Pittsburgh, Pa. 
105 Lake St., Reno, Nev. 





_USED MACHINERY WANTED 


WANTED TO BUY 
One iight motor driven standard gauge 
Switcher, with capacity to handie as many as 
iour ioaded cars on level track. 


SWIFT-HUNTER LUMBER COMPANY 
ATMORE, ALABAMA 








LUMBER & DIMENSION 
WANTED 





We will buy your distressed or rejected cars 
ol tumber, miliwork, or plywood. We wii aiso 
lake wem in on a4 cunsignment basis. We 
nave ampie closed storage. The Sanford Lum- 
ber Co., 2831 Woodhill Rd., Cleveland 4, Ohio. 


BUSINESSES FOR SALE 








ONE OF THESE LUMBER YARDS — 
— can be yours! 
You may select from any of our 7 different 
and 


retail yards offered for sale in Missouri 
Kansas. lf you can answer these questions, 
we can help you become “‘your own boss” in 
the lumber and building material business. 


1. Approximately what cash investment? 

2. Intend to manage business yourself? 

3. Location or any other preferences? 

With this information, we can direct you to 
the business which best fits your needs. Write 


mow to STRIEBY REALTY (lumber business 


specialists), 210 Westport Road, K 
11, Missouri. perc 





RICH TEXAS GULF COAST 
Well established lumber and building mate 
rials yard 


Tp 
$300,000.00. Inventory about $45,000.00. Nev 
modern office and plenty of shed space. Ad 
dress Box G-29, American Lumberman, Inc. 





For Sale—Lumber and building material yard 
in fast growing small town near Chicago. Only 
yard in town, nice busi " ll poten- 
tial, good reason for selling. Address Box G-52, 
American Lumberman, Inc. 








Retail Lumber and Builders Supply Business, 
Detroit, Michigan, doing a million dollar per 
year bus gnized for integrity in the 
community. A going concern with an estab- 
lished clientele — wonderful opportunity for 
right party. Substantial investment required. 
Owner retiring from business. Write Box H-27, 
American Lumberman, Inc. 








FOR SALE: Yard in good community in South 
East Nebraska. Good sheds and clean aiy 
stock. Owner wishes to retire. Address Box 
G-56, American Lumberman, Inc. 





For Sale: Old established lumber yard in 
large industrial city in upstate New York. Prop- 
erty consists of 2 acres of land with A.R. sid- 
ing and 7 buildings in fine condition. For full 
intormation write Box 1086, Schenectady, New 
York. 





For Sale 


One Concentrating yellow pine lumber plant. 
Ail electric machinery. 

One unloading. device that takes kimber offi 
of trucks. 

One two saw trimmer. 

One good circle resaw. 

Canveyor chain—100 feet long. 

Lumber taken off conveyor chain stacked di- 
rectly on kiln track with transfer car to put 
lumber direct into dry kiln with a capacity 
of 40M feet. 

Delivered out of kiln to Logan rollers that 
deliver the lumber to the planer. 

One No. 406 Ball bearing planing machine 
with double profile in first class condition. 
We have dual power to pull this machine. 
You can use either that you prefer. 

One 200 h.p. Climax Engine ran with butane 
or natural gas. Also steam power connected 
with ample power to pull whole rig with 72x18 
steam boiler which is located far enough from 
the plant where there isn’t any danger of fire 
to planing mills. Connected to this boiler is 
one good Cunningham belt feed sawmill with 
2500 capacity. 30 acres of land owned in fee 
with houses for labor. 

Plenty of small mills that lumber can be 
bought from at reasonable price. 

Lots of timber available for sawmill at plant. 
This plant is exceptionally well located at 
Linden, Texas, on Highway 59 in the edge 
of city limits. 

City water, also plenty of spring water on 
premises. High pressure gas line running 
thru the premises. Plenty high voltage elec- 
tricity available. 


J]. M. Hampton, Naples, Texas 


SOUTHERN CALIFORNIA LUMBER CO. For 
Sale—Established over 50 years ago; three 
yards. Best reasons for selling; price reduced 
to $67,500 for the three yards; inventory extra. 
Twohy Lumber Co. (Brokers), 714 W. Olym- 
pie, Los Angeles 15. 








2 — LUMBER & BUILDER SUPPLY YARDS, 
Northern Michiqan’s fastest growing resort 
area, building $4000 to $30,000 cottages. 1952 
gross sales $260,000. Increasing yearly. Net 
profit 6.1%. TIness forces sale. Price $89,750 
clus inventory. $49,750 plus inven. down. 
Bal. 1% per mo. Busiest season fust ahead. 
Act auickly. Write or ph. 2561. KINSEL REAL 
TY CO., Houghton Lake, Michigan. 





Boy, Oh Boy,—I want OUT—BAD 
Lumber Yard Priced for Quick Sale 


Two acres of land and buildings located in 
rich farming ti f thern Michigan, on 
the main street of the town with 500 ft. of 
Grand Trunk siding. Buildings are as follows: 
No. 1 34’x54° Two story ouuwe ana show room 
building with forced hot air heat and fluor- 
escent lighting, built in 1949. 

No. 2 Double deck open lumber shed 24x72’ 
No. 3 Single deck open lumber shed 24’x80’ 
No. 4 Closed Lumber Shed 

No. 5 Closed Lumber Shed 

This yard has been in operation since 1937 
and does approximately $100,000 gross, can 
be increased 50 per cent if worked. I mean 
business—my price is $10,500. Come and get 
it before I change my mind. 


Reply P. O. Box 561, Pontiac Michigan 








50 Year established profitable Lumber yard, in 
town of 4,000 located in good farming area. Ex- 
cellent schools and churches. Reason for sell- 
ing: Health. Office, storage sheds and equip- 
ment in first class condition. Sales over 
$100,000. Unlimited possibilities. In IMlinois 
50 miles from St. Louis and on railroad sid- 
ing. Can buy right. For further details ad- 
dress Box H-28, American Lumberman, Inc. 





For Sale—Excellent Colorado Lumber Yard for 
sale in important city (not Denver). Going 
concern. Buy inventory and equipment, lease 
a. Address Box H-29, American Lumber- 
man, Inc. 





Lumber Yard—retail—established 40 years. 
Fully equipped. Best Chicago Northwest side 
location. New salesroom, lumber sheds and 
signs. Handling plete line lumber, mill- 
work and all allied lines. Approximate in- 
ventory $30,000. Will sell or lease property. 
Reason for selling, owner has two yards. 
Cannot handle both. Address Box H-30, Amer- 
ican Lumberman, Inc. 








For Sale—Lumber Yard — Land — Buildings— 
Equipment — Trucks — Inventory. Fronts on 
well traveled highway in fast growing Cleve- 
land, Ohio. suburb. Good profit record — 
well arranged for low cost handling. Address 
Box H-31, American Lumberman, Inc. 





FOR SALE—Well established profitable retail 
lumber yard, 100 miles southwest of Chicaqo. 
Located on major highway. near business 
center of prosperous city of 25,000, in rich 
farm area. New modern buildings and show 
rooms. Exceptional opportunity for right man 
—$20,000 will handle land and buildings plus 
inventory. Being sold account partnership 
dissolution. See this before you buy anything 
ng Address Box H-32, American Lmberman, 
nc. 


April 20, 1953, AMeRIcAN LUMBERMAN &% 








BUSINESSES FOR SALE 


Lumberyard—Two acres land, large building, 
trucks, saws, etc. Complete operation $35,- 
000.00 pius inventory. $20,000.00 down, bal 
ance easy terms. now over * 
000.00. Uniimited possibilities if field is 
worked. In Illinois near St. Louis. Address 
Box G-27, American Lumberman, Inc. 








FOR SALE 

Old established retail lumber yard, handling 
lumber, paint, and builders’ hardware, located 
in Fort Worth, Texas. Yearly volume $450,000. 
Profit after taxes $30,000. All new trucks, new 
salesroom, all buildings fireproof construction, 
price $46,000 plus inventory; approximately 
$45,000. For further information write Box 
G-51, American Lumberman, Inc. 





Retail yard and planing mill. Central Ohio 
Buildings, stock and land. Address Box G-30, 
American Lumberman, Inc. 


PROMPT SHIPMENT 








Building Paper (36—S00 sq. ft.) 
King Nails Bags—(larger opening) 
Twine (for tying lumber) 

Siding Corners (including % in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 

Adjustable Shelf Supports 

Sliding Door Hardware 

Wall Ties 

Area Walls 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ml. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 
Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 

Your inquiries answered promptly. 

Al Clements Lumber Co. 
Ox 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 





AHOSKIE 
FABRICATION CO., INC. 


P. O. Box 188 Phone 3183 
AHOSRKIE, NORTH CAROLINA 
Specialty: C & Btr. ED Yellow vine pene. 

1,000,000 ft. 2x6 RL Air Dried No. 2 


Com. & 
Btr. Cypress S4S or S2SCM at $94.00 _M’ FOB 
Ahoskie, N. C. Ready for | 


FOR SALE: Peeled Northern White Cedar Posts 
& Poles. A. M. Rhoda Yard, Bemidji, Minn. 


Wem Coast Kiln Dried D. F. Industria! Clears 
1 standard rough sizes. All stock shipped 
aranteed weights with welk inspection 
certificate. 
SCADIAN COMP . INC 
Box ugene, Oregon, one 3.6312 














QUICK SERVICE TO DEALERS 
CL or LCL Shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doorr 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





FOR HARDWOOD PALLETS, industrial crating 
——— nd cabinet skids and similar 
produc send us r inquiri 

Hardwood Co., Bristol, eon. ve 


Buritp1nc Propucts MERCHANDISER 


MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write tor prices and information. 
THE eee OTA SPE BS TY CO., lac. 
inneapo 








Advertisin 


fro Pala foddfes. 


R. J. DYMO) co. 
491 Stevens Rw eneva, Ill. 


Yardsticks 
Ao 1-color. 








3 days shipment, billheads, statements, let- 
ter heads, 512x8i2, 2M—$8.95, 4M—$15.25, 
postpaid. Free samples. Community Press, 
East Aurora, N. Y. 





Coal Chutes 
32 - New standard size coal chutes, close out 
at $3.50 each, FOB Farmville, Va. 
FARMVILLE MFG. CO., Inc. 
Farmville, Va. 


BUSINESS OPPORTUNITIES 


LUMBER YARD — SAW MILL 
BUILDERS SUPPLIES 

Established 40 years; 28 years present owner: 
sales $39,000 year; retail business; 40% cus- 
tom cutting; R. R. siding; 3 acres land; 5 
bidgs.; — $13,500 plus stock; includes 
propert 

APPLE. Co., BROKERS, CLEVELAND, OHIO 


USED MACHINERY FOR SALE 


FOR SALE — Complete Saw & Planin — 
Double Rotary, Steam feed, 4 saw er, 
saw Trimmer, Live rolls, Slasher, 185 - 
haulup chain ‘and Rig, two Boilers, Stacks and 
Engines, Heavy Planer and Matcher with pro. 
file, 6 Berlin Sand Resaw, Motorized Rip 6 
Cutoff Saws, Belts, Shafting, Conve ors, Saws, 
Knives, Filing Room Equi | 

for immediate use. Capacity 2500° PH Hard- 
wood, 3500’ in Softwood, for use on present 
location or to be moved. Owner retiring. 
BOWLER LUMBER CO., BOWLER, WIS. 




















WE ARE CHANGING TO A 60x60” CARRIER 

and Lift Truck package and have the follow- 

ing 54x54" equipment for sale: 
Two Series 70 Model 6657 Ross Straddle 
Carriers, 54x54", each with ator’s cab 
and steering wheel guards and F-6209 Con. 
tinental motor and Two Model 16 HT Ross 
Lift Trucks with 24’ lift, 54” forks, adjust- 
able side-shifti carriage, operator's guard 
with ali standard equipment otherwise 
added. Models 1948 to 1950. 

Machines in splendid shape—now being used 

regularly, available because of our switching 

of stacking p 


HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Miinols 








FOR SALE 
Three TYPE "C’ ERIE CITY CROSS DRUM 
BOILERS, with a nominal rating of 330 H.P. 
each, 160 lbs. operating pressure. Each boiler 
equipped with four soot blowers, water col- 
umn, fly ash hopper, 3” fly ash steam rein- 
jection system, Copes feed water regulator, 
two blowoff valves, two popoff valves and 
one stop and check angle header valve. 
Boilers built in 1942, used approximately one 
year, then prepared for standby. Copies of 
inspection reports available on request. Boil- 
ers at present installed in an idle plant in 
Central Illinois. Extra equipment available 
with any or all of the boilers: 
3—Chicago Automatic Spreader Stokers (some 
parts missing) 
2—-Reciprocating Duplex Steam Driven Boller 
Feed Water Pumps 
1 Oneier No. 5 Feed Water Heater and Pur- 
ifier 
1—Condensate Tank with two Fischer Flow 
Control Valves. 
Associated Sales & Supply Co. 


5137 Southwest Ave. 
St. Louis 10, Mo. 





ROSS CARRIER 
(Straddle Truck) 
FIVE TON MODEL 70 
Good Operating Condifion. 
RITTENHOUSE & EMBREE COMPANY 
410 West lllth Street 
Chicago 28 


USED MACHINERY FOR SALE 





Stearns Jolcrete No. 7 Block Machine com- 
condi 


lete, in switch 
Cones. extra vibrator motor, two 8’ mold boxes 
and pressure heads—one 4” mold box and 
pressure head, pressure heads for 8" corners, 
sash, pilaster and bull nose blocks, cores and 
pressure heads for 8 halves in commons, 
corners, sash and bull nose—4200 - stee) 
pallets—2900 8” steel pallets—450 8” corner 
pallets—200 8° sash a 8” a 
pallets—600 8” half pallets for commons, 
ners, sash, bull nose—check plates and cttech.- 
ments for 8’ bull nose—both round and single 
round corners—one Stearns hydraulic Off Bear- 
er—all cleaned and ready for immediate use. 
Address Box G-32, American Lumberman, Inc. 





Closing out mill containing machinery listed 
below. Will sell all or any part far below 
cost: 


Wysong Miles hollow chisel mortiser 5 H.P., 
direct drive, can be used 16, 30, a - 


utes, one year old . 
Lea Mortiser and relisher 3 HP. 
a anon HE eevee 


Lets eee eat belt y ¥ mag type a 
Lea Multiples steel table 5 H.P. 

direct drive 
Lea Sash and door — belt driven 

3 heads, belt drive: . $1,200.00 
Lea surfacer, 30” Sess direct drive, 

m.. 


ive 
Dependable combination knife and head 
grinder 30”, one year old $300.00 
84°’ Womack air clamp 300 Ib. compressor 
tank 1 H.P. motor 
24 mill trucks 
One 25 H.P. Phelps Blower 
One 20 H.P. Phelps Blower $285. 
One 40 H.P. Electric motor $195.00 


Write, wire or call Marvin Sears 2-2341, P.O. 
Box 116, Midland, Texas. 





REBUILT FORK LIFT TRUCKS 
Gerlinger 
Model PH 962-130 
Capacity 18,000 Ibs. 
Lift 14 ft. 2 in. 
Cab 


Gerlinger PH 962-130 
Capacity 18,000 Ibs. 

Lift 17 ft. 6 in. 

Located in South Carolina 


Gerlinger A, eee _ 
Capacit 

Lift 17 he 6 a 

Side Shifter 

Located in South Carolina 


Ross 

Model H T 16 
Capacity 12,000 Ibs. 
Lift 14 ft. 

Cab 


Ross 

Model SH 15 

Capacity 15,000 Ibs. 

Lift 15 ft. 

Cab 

Terms—cash or time. 

All units quaranteed for 60 days. 
HARVARD EQ co., INC. 


UIPMENT 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS. 
ST - 2-08626 





1 S. A. Woods 4 side planer, size 6‘x12"— 
30 h.p. Electric Power complete with Blower 

-Blower Motor and Pipe—Shiplap and Floor- 
ing, heads and straicht knives. Price on planer 
only $1000.00. Motors, Blower, Starters and 
Pipe, etc., extra. 
1 complete double Arbor Circle Saw Mill, 
75 h.p. Electric Power. Edger runs off same 
power. Cut off Saw and Slab Conveyor have 
Motor Starters and Edqer Saws. Blower and 
separate motors. Complete with 5 Circle Saws, 
Pive—want to sell mill In a package. Price 
$3300.00. 

Sawyer Fuel and Supply Co. 
127 Main Street 
Green Bay, Wisconsin 





The doctor told her she needed a little sun and air this summer 
but she knows that’s silly. She isn’t even married 
. ° ° 
Wolf 
She: 
Wolf 
She 


“Hi, cutie, What's your phone number?” 
“It’s in the book.” 
“Swell. What's your name?” 
“That's in the book, too.” 
7 — . 

Mrs. Harry K. Forbes says she doesn’t know how a woman can 
be happy without a husband. Well, if she'll call me up some night 
is without a husband I'll come over and show her 
. - o 


when she 


The little bee is a busy soul 
Who has no time for birth control 
So that is why in dovs like these 
We meet so many sons of bees 

. a ° 


He: “You don’t seem to realize which side your bread is buttered 
on ¥ 
She: “What's the difference? IT eat both sides.” 


Sold hy MAUK means proven by test. Our Homestead 
Rrand Shingles are Certierade shingles which conform t: 
the US. Denartment of Commerce quality standards 

Such labels on your order prove eovernment measured 
quality, industry accepted value, MAUK annroved products 

items right for you and sold through MAUK 


A friend told Simnle Celia she ought to exercise her d‘scretion 
more but she said when she got home from work at night she was 
too tired to exercise anythine 

i . * 
We know a man who is so self conscious he can’t look 
a pretty girl in the knees 
om i - 


If you see a gal practicing up on her baseba'l game this snring. 
it’s nrohably hecause her boss said he’d buy her a mink coat if 
she'd play ball with him 

e . 
The cow jumped over the fence. The fence was too high. 
Udder destruction 
° ° . 
Scientific researchers have discovered, who knows how, that a 
kiss shortens one’s life by three minutes. But what a pleasant wav 
to kill time! 
> — * 
Do You Know What Dept.: 
Do you know what a flood is? 
bridges 
Do vou know what an earthquake is? 
cracked up to he 
Do vou 
rac ked uf 


4 river too hig for tts 
Fuervthine it’s 


what MAUK is? Also 


and more 


know everything ét’: 


o be 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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Waterproofed 
RIXMENT 
HELPS PREVENT 


LEAKY WALLS 


When a masonry wall leaks, water almost 


never passes through the masonry units or 


through the mortar. It works its way through 
cracks or openings between the masonry 
units and the mortar. 


Even when full joints are secured. crack- 
are not entirely eliminated. The best pre- 
caution is therefore to parge or backplaster 
the face brick with waterproofed mortar. 
before the back-up brick are laid. 


Brixment is permanently waterproofed. 
during manufacture, with the most effective 
air-entraining waterproofing agent known. 
Even under pressure, water cannot readily 
pass through Brixment mortar. Therefore, 
if the face brick are backplastered with 
Brixment mortar, an effective barrier is set 
up against the further penetration of any 
water which may have worked its way 
through cracks or voids in the outside face 
of the wall. 


oS S-o £2 @ @ 


In addition, the waterproofing in Brixment 
gives you two other practical benefits: 


| GREATLY INCREASES DURABILITY 


2 HELPS PREVENT EFFLORESCENCE 


These additional benefits of waterproofed 
Brixment are fully described in subsequent 
advertisements. Watch for them! 


Louisville Cement Co.. Louisville 2. Ky. 


FIGURE 1 


This kind of brick work offers the best protection against leaky 
brick walls. All joints are full, and the face brick are backplastered 
with waterproofed mortar before the back-up brick are laid 


FIGURE 2 

















Prepare two slabs of mortar, one 
with Brixment and one with ordi- 
nary cement-and-lime mortar. After 
mortars have hardened, seal a lamp 
chimney to each of the mortar slabs 
using wax or candle grease, and 
fill with water 


’ 


J 


as 5. 





| Sater ena 





After 24 hours, note how much 
water has gone into and through 
the non-waterproofed mortar, and 
how little water has gone into or 
through the Brixment mortar. 








